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er of Insurance Wallace K. Downey has 
advised all admitted fire, marine and 
casualty carriers in California that they 
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No. 96 charging “widespread  incon- ey 
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unless insurers consistently held to ss 
changes in rates or underwriting, they 











would be “deemed to have violated In- 
surance Code Sections 1850, and 1852, . 
which prohibit unfair discrimination.” 
“Because of apparent widespread fail- Recipe 

ure to understand the significance of 
this statement in Bulletin 96,” said Mr. 
Downey, “this means is taken to elabo- The workers who organize Penn Mutual field conferences 
Phase sid Spey Senne. see, tell us they find that what the audience wants is sales ideas direct 
in the opinion of the Department, the 
anti-discrimination provisions of the 
rating law require the application of thoughtfully, not by lot, and should be briefed before they can 
rate changes to all policies eligible : 

therefor under the insurer’s rule for 
effecting rate changes or revisions. The 
practice of effecting rate changes or re- 
visions on eligible policies only upon tional additions, but these organizers have found how important 
request of the insured or producer, and 


not on all eligible policies, is unfairly 
discriminatory. planned, for it provides the essential part of the whole meeting. 








from the spring—the underwriter. The speakers have to be selected 








perform the labor of analysis and preparation of what to say. 


It is well to have an agreeable setting, with pleasant recrea- 


it'is to have the educational program well conceived and well 


“Investigation by the Bureau of Rate 
Regulation of this Department has dis- Good speakers are essential and striking personalities are 


closed such unfairly discriminatory ot A 
ee ee ee valuable. The timing has to be accurately clocked, the machinery 
practices in connection with the fire ? 


insurance rate revision of June 16, 1948, of operation has to work smoothly. But the salt that brings out 
and the extended coverage rate revision the flavor of a meeting is the spirit of the conference, and that to 


of October 1, 1949, as promulgated by 
the Pacific Fire Rating Bureau and 
adopted by many fire insurers. Accord- work backstage in planning and in keeping everything in balance. 
ingly, a number of fire insurers have 
been notified by this Department that 


a large extent is provided by those unsung heroes, the people who 
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10,000,000 More Put 
Under SS In Bill 
Passed By Congress 


Benefits of Present Recipients 
Increased Up to 7712% in 
Compromise Measure 





HOLDS VIOLATION OF CODE That -_ the story quite TAX RATE WILL GO UP 
complete : eee 
Says Department Will Incorporate It po some facts and figures, Bill Went to President Truman 
Review of Underwriting Prac- That show your clients what \ Last Week; Some of 
tice in Its Examinations to do. BBN Its Features 
San Francisco, Aug. 23—Commission- CLEAR ® CONCISE e ILLUSTRATED asi UG 9 0 FA. The Social Security bill passed by 
' v tI }Congres§ and sent to the President for 


signature will bring about 10,000,000 ad- 
ditional persons under coverage. About 
500,000 persons now over 65, who under 
the old law had not been covered a 
sufficient period for retirement  eligi- 
bility, would qualify to receive minimum 
benefits. The most important new pro- 
visions affect the following categories: 
old age and survivors insurance; public 
assistance: maternal, child health and 
child welfare programs. 

Of these affected in the extended cov- 
erage more than 7,000,000 would be un- 
der compulsory coverage and about 
2,000,000 might be covered voluntarily 
if their employers elect to pay SS taxes. 


Major Alterations 


Some other major alterations in the 
old age and survivors insurance cate- 
gory will do: 

1. Increase benefits for those current- 
ly receiving benefits about 77!14% on the 
average; 2, provide benefit payments 
on a more liberal basis to the survivors 
of married women, and benefits for de- 
pendent husbands of deceased or retired 
women workers; 3, provide that the wife 
of a retired man drawing benefits may 
also draw benefits if she has a child in 
her care; 4, increase benefit for a de- 
pendent parent to 75% of the primary 
benefit (monthly payment); provide a 
lump-sum payment at the death of every 
insured worker instead of the present 
law’s provision that the lump sum be 
paid only when no survivor is immedi- 
ately eligible for monthly payments; 5, 
raise the contribution schedule to be 
shared equally by employers and em- 
ployes, starting with 144% each for 1950- 


1953. 
Full Time Agents 


The 350,000 persons covered as simul- 
taneous employers-employes come with- 
in a special definition of employe which 
includes among others full time life in- 
surance salesmen. 


(Continued on Page 10) 
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The doctor advises a patient about 


IGH BLOOD PRESSUR 





DOCTOR: “Your recent physical exam- 
ination showed that you are in good 
condition, although your blood pressure 
is up. Additional tests and examinations 
I have made indicate that you have 
uncomplicated high blood pressure. This 
means that no underlying diseases or 
infections are causing your condition. 
“Actually, high blood pressure, or 
hypertension, may be slight, moderate, 
or severe. Even when it is severe, many 
people continue to lead active, normal 
lives for many years simply by follow- 
ing the doctor’s advice and by adopting 
healthful living habits.” 
PATIENT: “Just what is high blood 
pressure?” 
DOCTOR: “It is a condition that results 
when the blood flowing through the 
body’s small vessels meets increased re- 
sistance. This is usually brought about 
by the narrowing of these small vessels. 
This narrowing may occur in response 
to emotional or other factors. 


* ‘‘Everybody’s blood pressure varies 
from time to time. However, when these 
blood vessels remain constantly tight- 
ened up, persistent high blood pressure 
results.” 


PATIENT: “‘How does high blood pres- 
sure cause harm?”’ 


DOCTOR: ‘“‘Mainly by placing an addi- 
tional strain on the heart and blood 
vessels. This, in turn, causes enlarge- 
ment of the left ventricle of the heart. 
As a result, the efficiency of the heart’s 
chief pumping chamber is lessened. 
Then, too, the arteries wear out sooner 
than they would if the blood pressure 
were normal.” 

PATIENT: “I understand. Now, Doctor, 
what can I do to help myself?” 
DOCTOR: “First, learn to avoid worry 
and mental strain. For example, if there 
are situations which always upset you, 


make a special effort to avoid them. 
Slow down—go through your daily 


This advertisement is one of a continuing series spon- 
sored by Metropolitan in the interest of our national 
health and welfare. It is appearing in two colors in maga-' 
zines with a total circulation in excess of 34,000,000 in- 
cluding Collier’s, Time, Newsweek, Saturday Evening 
Post, Ladies’ Home Journal, Good Housekeeping, Cosmo- 
politan, McCall’s, American Magazine, Woman’s Home 
Companion, National Geographic, Parents’, and Redbook. 
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routine without undue fuss or hurry. 
The calmer you become, the more your 
blood vessels tend to relax—and thus 
help to lower your blood pressure. You 
must also get your weight down to what 
is normal for you and keep it there, you 
must get plenty of sleep and rest, and you 
must not neglect having periodic health 
examinations.” 


PATIENT: ‘‘What about the new treat- 
ments . . . special diets and drugs?” 


_DOCTOR: “In selected cases, the newer 


forms of treatment are often helpful. 
Some of the newer drugs may be helpful 
in many cases, but owing to the wide 
variation in the causes of high blood 
pressure, these should only be taken 
with the advice of your physician. Va- 
rious diets in which salt, protein, and 
fats are restricted have often benefited 
some patients. But in your case, like 
many others, simple common sense treat- 
ment usually produces good results,” 
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Attendance at business conferences of 
life insurance company field forces over 
a period of some forty-two years reveals 
the worth of these conferences to the 
business and the beneficial impact they 
have on the production personalities at- 
tending and participating in them from 
all parts of the North American Con- 
tinent where the life insurance business 
has become an increasingly important 
part of the rugged economy existing in 
which the individual is so dominant a 
part. 

The Leaders Club of the Massachu- 
setts Mutual Life meeting at The Green- 
brier, White Sulphur Springs, W. Va., 
August 6, 7, 8, and 9, is a striking 
example. This conference was attended 
by over 500 Massachusetts Mutual Life 
folk, included many of the cream of 
the company’s production force. There 
were agents, whose annual business ran 
from millions down through to the limit 
set for qualification for attendance. 
Some of these agents have been work- 
ing under the Massachusetts Mutual 
Life banner for more than forty years. 


Field and Home Office Get Together 


There were general agents, many of 

them long outstanding members of that 
branch of the Massachusetts Mutual 
Life field organization, Men who are 
not only important in the Massachusetts 
Mutual Life, but leaders, highly re- 
spected in the communities in which 
they reside and whose influence for 
good is felt far afield from their local 
domiciles. 

Then there were the retinue of folk 
heading departments at the home office 
ot the Massachusetts Mutual Life who 
see all and know all about the varied 
activities of this very alive organiza- 
tion. They were on hand to see that 
the planned and unplanned program 
Was run off in style befitting the occa- 
sion. Surely these “work horses” of the 
Massachusetts Mutual Life family did 
a grand job at The Greenbrier and are 
richly entitled to several rounds of loud 
acclaim from their associates, both 


lome office and field. 
. The agents of the party were there 
Ma dual capacity, to celebrate for a 
Production job well done on one hand 
and to gather information from con- 
with other 


Terence business getting 





The Greenbrier, White Sulphur Springs, W. Va., Where Massachusetts Mutual Leaders Club Met 


Massachusetts Mutual Leaders Club at White Sulphur Springs 


eee By Wituram’L. Hapiey 


units of the Massachusetts Mutual Life 
which will enable them to do a better 
selling and servicing job when they 
arrive back home. 

From information picked up among 
the delegates, this was the best Lead- 
ers Club Conference in the history of 
the Massachusetts Mutual Life. One 
general agent who at the same time is 
a highly successful personal producer, 
having a record of more than $3,000,000 


The Two 








Chairman Theo. M. Green, president, Agents Association, greets President Leland 
J. Kalmbach at opening conference session. 


in one year and a member of the Mil- 
lion Dollar Round Table for years on 
end, was heard making the statement 
at the conclusion of the Leaders Club 
Conference: “Through attendance at 
the various sessions I have picked up 
more than a dozen points which will be 
extremely valuable to the agents of 
my office.” No secret, the general agent, 
L, E. Simon, New York. 

The ladies attending, wives of gen- 


Presidents 








eral agents, agents, department heads 
and officers, were constantly in the ses- 
sions and intensely interested in what 
was going on. Returning home they will 
be able to tell their husbands in an 
understanding way how to get appli- 
cants’ names on the dotted line. 

The Ladies’ Entertainment and Re- 
ception Committee was composed of 
Mrs. Leland J. Kalmbach, Mrs, Chester 
O. Fischer, Mrs. Angus B. Rosborough 
and Mrs. Theo, M. Green. 


Warm Greetings for New President 


Among other folk prominent in the 
Massachusetts Mutual Life program of 
future progress at The Greenbrier 
Leaders Conference was a new presi- 
dent, Leland J. Kalmbach, a new agency 
vice president, Charles H. Schaaff and a 
new secretary, H. B. Clapp. The last 
named takes office officially January 
1, 1951. 

The new president is a hit with the 
field force and fellow officers right off 
the bat. He has been well schooled for 
his new post. He is a grand personality. 
At his initial appearance before the 
Leaders Club Conference at The Green- 
brier he received a rousing reception 
when introduced and a tumult of ap- 
probation when he finished his talk to 
the delegates. 

In addition to being a well equipped 
head officer of the Massachusetts Mu- 
tual Life, the new president is a fine 
golfer. When he approached the starter 
at the Leaders Conference Tournament 
at White Sulphur Springs to learn what 
handicap had been assigned him, he 
was advised that in view of information 
coming to the golf tournament com- 
mittee about his game he would play 
from scratch. This he did and the re- 
sult? showed he had negotiated the 
snorty No. 1, course in one over par. 
Michty good going. 

The new agency vice president was 
introduced at the annual conference 
hanquet by his predecessor. Vice Presi- 
dent Chester O. Fischer, who moves on 
into duties having to do with execu- 
tive business of the companv. Mr. 
Schaaff was warmly received by the 
diners and in a few apt remarks sold 
himself to the leaders of the production 
force of the Massachusetts Mutual Life. 


(Continued on Page 4) 
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President Kalmbach Pays Tribute to 


Field Force 


Leland J. Kalmbach, president of 
Massachusetts Mutual Life, highlighted 
his address before the Leaders Club 
business conference at The Greenbrier, 
White Sulphur Springs, W. Va., with a 
report on the company’s outstanding 
progress during the first six months of 
1950 and comments on such current 
problems as military business and pos- 
sible war clauses. 

Mr. Kalmbach announced that the 
company sales forces delivered a total 
of $144 million of new Ordinary busi- 
ness during the first six months of 
the year, a gain of $14 million over 
the production for the same period of 
1949. He stated, “I am pleased to be 
able to report that on April 10 we 
passed the $3 billion mark in total life 
insurance in force, including Group, and 
at the end of June we had a total of 
$3,053,000,C00 in force. That represents 
a gain of $78 million during the first 
six months of the year, and if we con- 
tinue at the same rate of increase, we 
shall pass the $3 billion mark in Ordi- 
nary business alone by the end of 
November.” 

He reported that all branches of the 
company’s Group insurance department 
were making fine progress and he said 
that he was particularly gratified to 
note that 70% of the total Group in- 
surance commissions paid out by the 
company went to Massachusetts Mu- 
tual agents. 

Mr. Kalmbach commended the Lead- 
ers Club on its outstanding sales ac- 
complishments and noted that the aver- 
age income of the members for 
the qualifying vear ending February 28, 
1950 was $10,300. He said, “We have a 
large company and a proud company, 
second to none, and each one of us, 
in both the home office and the field, 
has a definite obligation to uphold the 
grand reputation which the company 
has maintained for nearly 100 years. 
This fine reputation is due in a large 
degree to you men in the field, to your 
fine character and training, and to th: 


275 


manner in which you have conducted 
your business activities. We have a 
great team and a great future, and | 


am looking forward to many years of 
friendly relations with all of you.” 


Military Business 


When discussing the question of mili- 
tary business and possible war clauses, 
Mr. Kalmbach said that from the stand- 
point of equity among the different 
classes of policyholders, the company 
would not be justified in accepting an 
undue volume of business on lives which 
are likely to be subjected to a war 
hazard within a reasonably short period 
of time. 

“Soon after the Korean war situation 
developed,” he said, “we began to re- 
ceive first a substantial increase in both 
the number and the amount of applica- 
tions on military personnel and then a 
similar increase in applications on those 
in active reserves and members of the 
National Guard. As you know, we soon 
placed restrictions upon the amount 
that we would issue on these different 
classes. Then it developed that most of 
our applications on military personnel 
were on the lives of pilots who are 
likely to be the most hazardous group 
in military service and, accordingly, we 
considered it necessary to adopt the 
practice of accepting these risks sub- 
ject to an aviation exclusion provision 
only 

“We adopted these different restric- 
tions in an effort to postpone the neces- 
sity of including a war clause. How- 
ever, we are watching very carefully 
the percentage of our total new issues 
on all male lives at the younger ages, 


for Splendid Results 


both civilian and military. During the 
last few weeks this business has repre- 
sented an excessively high percentage 
of our total new business as compared 
to normal periods, and, if this high 
percentage continues, then we_ shall 
have to adopt a war clause for certain 
classes unless the war situation becomes 
considerably more favorable.” 

Among the other subjects which Mr. 
Kalmbach touched upon during his 
speech were the company’s investment 
policy, the company’s new disability in- 


The Vice 


CHESTER 0. FISCHER 


Hadley’s Story 


(Continued from Page 3) 


The feeling is he will go far with the 
work he has in hand. 

Not on the prepared program for The 
Greenbrier Leaders Club Conference, 
but definitely outstanding in its impact 
on all who were privileged to hear him, 
was the appearance of Frank T. Mc- 
Nally, general agent of the Massachu- 
setts Mutual Life at Minneapolis, Minn. 
and his address outlining the monu- 
mental importance of the contribution 
of men from the state of Virginia in 
the sum total of what is now America. 

Frank McNally, long known and al- 


come provisions, the national advertising 
campaign which will be launched in 
September in Time and _ Saturday 
Evening Post, the centennial celebration 
plans, the increase in retention limits 
for substandard business by the com- 


pany, Section 213 of the New York 
State insurance law which deals with 
agents’ compensation, and _ proposed 


changes in the Social Security Act. He 
also paid tribute to his predecessor, the 
late Alexander .T. Maclean, who died on 
May 15, and referred to him as “a grand 
person with a warm personality who 
enjoyed people and who had a great 
capacity for establishing strong friend- 
ships, a man with a national reputation 
as an outstanding insurance company 
executive and who had a fine under- 
standing of the problems of the man in 
the field.” 


Presidents 





CHARLES H. SCHAAFF 


ways admired as the Silver Tongued 
Orator of the Massachusetts Mutual 
Life production force, was once again 
in fine fettle as he talked about home, 
he was born in Virginia, and those of 
his homeland. 

Without any reservation the closing 
phrase of his address was the most 
dramatic utterance of man, either fact 
or fiction, that this writer has either 
heard or read. 

100th Anniversary Plans 

An important item on the program 
was the presentation of details having 
to do with the One Hundredth Anniver- 
sary of the Massachusetts Mutual Life 
in 1951. The celebration will be held in 
New York City at the Waldorf-Astoria. 
James M. Blake, Manager. of Field 


WHO’S WHO ON 
OPPOSITE PACE 


First row—Tracy W. Evans, Irl B. Jack. 
son, James M. Sullivan, Frank Murphy, 
John Walden, Tracy Davis, Jack Wilson, 
J. Hawley Wilson, Jerry A. Pearson, 
Jr., William J. Edmonston, Robert §. 
Frantz, Harold R. Sundvahl. 


Second row — George Liebkemann, Jr., 
Clarence A. Grimmett, Jr., Douglass N. 
Ellis, Sam L. Weil, Herbert M. Palmer, 
Lawrence Simon, Harry Pincus, John 
Veith, Don Lau, Henry J. Peirce, Burt 
H. Wulfekoetter, Guy Homm, Fred 
Googins. 


Third row—Kenneth W. Perry, Burton 
B. Resnik, Edward T. Nunnelley, Clar. 
ence A. Grimmett, Jr., Jerry A. Pearson, 
Jr., Frank W. Drake, Edward Nunnelley, 
H. Martin Nunnelley, (Unidentified), 
(Unidentified), E. W. Hughes, Richard 
Katz, Mr. and Mrs. Robert J. Ardison. 


Fourth row — Mrs. Maurice T. Paine, 
Maurice T. Paine, Mrs. Mary B. Fisher, 
Frank W. Drake, Chester O. Fischer, 
Leland J. Kalmbach, Arthur Faulkner, 
Mrs. Arthur Faulkner, Mrs. Herbert 
Schwandt, Mrs. Carroll Eisenhart. 


Fifth row—Herbert V. Friedman, Mrs. 
Herbert V. Friedman, Benjamin F. 
Schumacher, Mrs. Benjamin F. Schu- 
macher, Mrs. Daniel S. Busch, Dan- 
iel S. Busch, K. E. Williamson, Mrs. K. 
E. Williamson, C Lowell McPherson, 
Mrs. Morris Landwirth, Morris Land- 
wirth, Mrs. Frank Lodge, Frank Lodge. 


Sixth row—John Marshall, Mrs. John 
Marshall, Henry Hill, Mrs. Henry Hill, 
Mrs. H. Martin Nunnelley, H. Martin 
Nunnelley, James E. Reedy, Mrs. James 
E. Reedy and son, James Sullivan, Mrs. 
James Sullivan, Mrs. Robert E. L. 
Choate, Robert E. L. Choate. 





Service and John W. Yates, general 
agent at Los Angeles, Cal. and chair- 
man of the 100th Anniversary Com- 
mittee of the General Agents Associa- 
tion presented the details. : 

The National Advertising Campaign 
of the Massachusetts Mutual Life was 
discussed at the Leaders Club Conter- 
ence by Henry C. Flower, Jr., and 
Maurice F. Hanson, vice presidents of 
the J. Walter Thompson Co. advertis- 
ing agency, which agency will build and 
service the copy for the campaign. 

In this connection, to demonstrate the 
local impact of forthcoming Massachv- 
setts Mutual Life national magazine ad- 
vertising, Time magazine attended the 
Leaders Club Convention at The Green 
brier with its “Post Office” booth. 

On file in Time’s “Post Office” are the 
names of the more than 1,260,000 sub- 
scribers to Time, listed by state and 
town. Massachusetts Mutual agents had 
the opportunity of looking up the names 
of subscribers in their own home town. 

Harry R. Davis and Harry Thompson 
of Time staff were in charge and did @ 
fine job helping agents to knowledge 
about the exhibit. 
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Frank McNally, long known and al- 
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Massachusetts Mutual Leaders Club at White Sulphur Springs 





Vice President Fischer on Outlook 


The present is overshadowed by an 
atmosphere of war activity, commented 
Vice President Chester O. Fischer at 
the closing session of the Massachusetts 
Mutual Life’s conference at The Green- 
brier, White Sulphur Springs, W. Va., 
but, he added, “It is fitting and proper 
that each of us, whatever his sphere of 
activity, be called upon to preserve and 
build ever stronger our American econ- 
omy in the days that lie immediately 
ahead.” 

After telling of the outstanding ac- 
complishments of the field force, Mr. 
Fischer told of the unlimited possibili- 
ties for the future. At the end of the 
seven month period there was a total 
of $168 million of delivered business, 
which was well in excess of the par 
quota and a gain of 12% over the same 
period of last year. 

There are three basic factors in any 
sales program, he said, product, market 
and salesman. “It is our good fortune,” 
he continued, “to be engaged in the sales 
and distribution of a service so basic, 
fundamental and useful that it is woven 
into the very fabric of our national 
economy.” Referring to the market, 
Mr. Fischer said: 

Vast Population Growth 


“From 131 million population in 1940 
we have grown to 150 million in 1950, a 
15% increase. So that we may realize 
the significance of this growth, the full 
import of that increase of 19 million 
in the past decade, let me say that it is 
equivalent to the entire population of 17 
of the states in our union. All indica- 
tions point to the continuance of this 
growth in population, and conservative 
estimates piace the figure at 157 million 
in 1955, 164 million in 1960, and 185 mil- 
lion by 1975. . 

“What about the matter of little chil- 
dren? There were 3,590,000 of these 
new citizens born in the country in 
1949, and 33,000,000 of them have joined 
us in the past 10 years. The national 
birth rate is at 24 per 1,000, compared 
to 18 per 1,000 before the recent war. 

“We have today in this country almost 
40 million families, an increase of some 
8 million over 1940. Most significant 
is the fact that 40% of all these fami- 
lies are new families since 1940. And 
the prediction is that by 1955 we shall 
have 45 million families. Do you real- 
ize that in this country there is a mar- 
riage every 20 seconds, 4,300 every day— 





JOHN F. HANDY 


General Counsel 


DR. HOWARD B. BROWN 


Medical Examiner 


over 17 million since 1940? Yes, we have 
men with families and little children, 
millions of them and more entering the 
economic picture each day. 

“And are they making more money 
than they ever made before? In 1916 
our national income was $45 billion. In 


exists in this nation today some $220 
billion in liquid savings. That includes 
$68 billion in savings accounts, $41 bil- 
lion in checking accounts, $69 billion in 
Federal securities, and $22 billion in cur- 
rency. That is an amount 3% times as 
great as in 1939. Also let us consider 
the upward shift in the income group- 
ings of families, an important factor in 
the ability of our citizenry to maintain 
adequate life insurance estates. Eighteen 
million families have, since 1941, moved 


“Time” Marches On 





“Postoffice” of Circulation Distribution Attracts Eager Massachusetts Mutual 
Life Salesmen. 


1929, the year of the great boom, it was 
$83 billion. You know what happened 
immediately after that. However, by 
1940 it was back to $84 billion. In 
1949 it was $220 billion, and it is run- 
ning along at about the same rate this 
year. Our bank deposits in 1939 were 
$40 billion; in 1949 they were $106 bil- 
lion, A 

“In the year of great prosperity, bac 
in 1929, money in circulation was $5 
billion, in 1949 it was $27 billion. There 


Busy Conventioneers 





From the Home Office 


HARRISON B. CLAPP 
Assistant Secretary and 


MRS. CLAPP 


up to the over-$3,000 income group 
(after federal taxes). This segment of 
our population now totals 2314 million 
spending units, or 47% of the total, com- 
pared with only 16% in 1941. These men 
with little children are making more 
money than they ever made before. 


Resources Greater Than Ever 


“I am not going to engage in any 
lengthy discussion relative to the share 
of our national income that is being 


‘MICHAEL M. MARCHESE 


Underwriting Secretary 


invested in life insurance premiums. At 
the regional meetings last year, | tolj 
you something of their relationship to 
certain other expenditures or invest. 
ments on the part of the American peo. 
ple. You will remember that I called 
attention to the fact that while the 
American people were putting $7 billion 
into life insurance premiums, they were 
spending $10 billion on liquor. And, as | 
said at that time, we find no fault with 
the investment in liquor, if you wish to 
call it that, but we think it only fair 
that we reverse positions now and then, 
You will perhaps recall some of the 
other figures of last year. $4 billion 
spent for tobacco, and $5% billion for 
new automobiles. On May 14 the Amer. 
ican Academy of Political and Social 
Sciences reported that, ‘Gamblers take 
$14 billion out of the American pocket- 
book annually. $8 billion a year of this 
goes to horse race bookies.’ At about 
the same time, the Citizens Committee 
of Massachusetts, Inc. on whose letter- 
head are listed some of the most proni- 
nent names in Boston, said in a 46 page 
report, that big time gambling takes 
$21,500,000,000 out of the American pock- 
ets. Incidentally, peacetime or war- 
time, the American people continue to 
pour money into those channels of 
doubtful value. 

“The point of all this is to bring to 
our attention the fact that while we 


_ have been doing a fine job and perhaps 


an imposing one, there is still very 
much to be done. It seems to me that 
for a life underwriter to perform ag- 
gressively and _ successfully he must 
possess vision, capacity, and action. Cer- 
tainly there is need for all of the v- 
sion that men and women in this bus 
ness can exercise. Despite the great 
problems that confront us, the future 
that lies ahead stretches far beyond 
our most vivid imaginations in both time 
and importance. As to your capacity, 
there is no question and that you are 
men and women of action has been 
proved. 

“Life insurance will, in the important 
and challenging days ahead, continue to 
be a bulwark of strength and confidence, 
as it has been for over 100 years.” 


For Additional Pages on 
Massachusetts Mutual Lije 
Meeting Turn to Page 1). 


LAWRENCE SHOUGRUN 
Assistant Agency Secretary 
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New York Life Makes 
Some Staff Changes 


BRADDOCK, CUETO ACTUARIES 


John F. Ryan, Dr. Albert H. Faber, 
Richard T. Schwartz and James J. 
Ferguson Advanced 


james H. Braddock and Manuel R. 
Cueto have been appointed actuaries of 
the New York Life. They were previ- 
ously associate actuaries. 

The following additional promotions 
were also announced: John F. Ryan, ex- 
ecutive assistant, Office of the Com- 
mittee on Insurance Practices, appointed 
assistant vice president; Dr. Albert H. 
Faber, an associate medical director, ap- 
pointed a medical director; Richard rT. 
Schwartz, actuarial supervisor, appointed 
assistant actuary and James J. Ferguson 
appointed assistant manager of the Ac- 
tuarial Department. 

Mr. Braddock, a 1935 graduate of Har- 
vard, joined the New York Life in July 
of that year. Following his release from 
the Navy, after service in World War 
II, he returned to the company and was 
appointed assistant actuary in Novem- 
ber, 1945, and associate actuary in Feb- 
ruary, 1949. He is a Fellow of the So- 
ciety of Actuaries. 

Mr. Cueto came to the New York 
Life in 1924. He became an actuarial 
supervisor in 1944, assistant actuary in 
1945 and associate actuary in February. 
1949. He is a Fellow of the Society of 
Actuaries. 

Mr. Ryan joined New York Life in 
1929 and was appointed an actuarial 
supervisor in 1944 and an assistant actu- 
ary in 1945. In 1949 he was made execu- 
tive assistant, Office of the Committee 
on Insurance Practices. He is a Fel- 
low of the Society of Actuaries. 

Dr. Faber, a graduate of Albany Med- 
ical College, joined New York Life as 
a home office examiner in 1928, following 
ten years’ service with the U.S. Navy 
Medical Corps. He became a medical 
supervisor in 1945, an assistant medical 
director in 1946, and an associate medi- 
cal director in 1949. 











Manager at San Antonio 

New England Mutual Life announces 
that its district office in San Antonio 
will be elevated to full general agency 
status for September 1. Christopher 
Goldsbury, district agent in San An- 
tonio since 1946, has been appointed 
manager. 

Mr. Goldsbury joined the New Eng- 
land Mutual in 1939 in Houston, but 
entered the Army Air Corps shortly 


.thereafter, where he earned the Dis- 


tinguished Flying Cross and other hon- 
ors for outstanding combat service in 
the Pacific. In 1945 he rejoined the 
Houston agency, and was soon made a 
supervisor and served in San Antonio 
in that capacity. 

An alumnus of Princeton University, 
Mr. Goldsbury is president of the Man- 
agers and General Agents Association 
of San Antonio, and a member of the 
board of directors of the San Antonio 
Life Underwriters Association. He is 
also president of the San Antonio chap- 
ter of the Air Reserve Association, and 
has been active in Community Chest 
work. 

At the present time New England 
Mutual provides over $40,000,000 of life 
insurance protection on the lives of 
Texans. 


Roy Anderson Asst. Actuary 
Of Reliance of Pittsburgh 





ROY R. ANDERSON 


Roy R. Anderson, formerly of Mont- 
clair, N. J., has been appointed assistant 
actuary of Reliance Life of Pittsburgh. 

Mr. Anderson was born in Montclair 
in 1920 and graduated from Rutgers 
University where he majored in mathe- 
matics. In 1941 he joined the Actuarial 
Division of Metropolitan Life in New 
York, 

He entered the U. S. Army in March, 
1942 as an aviation cadet in meteorology 
and was commissioned a_ second 
lieutenant. He was attached to the 
headquarters of the 8th Air Force in 
England and received promotions to the 
rank of major. 

In 1945 he returned to his position 
with the Metropolitan until March of 
this year when he went to Pittsburgh 
to join the Actuarial Department of Re- 
liance Life. He is a Fellow of the So- 
ciety of Actuaries. 





Jefferson Standard Life’s 
Managerial Staff Changes 


Three changes in Jefferson Standard’s 
managerial staff have been announced 
by Karl Ljung, agency manager. 

Alton D. Riddle, manager at Phoenix 
since 1942, returns to his home state 
of Texas as manager at Houston. Suc- 
ceeding Mr. Riddle as manager at 
Phoenix is T. C. Kallam, who goes to 
Phoenix from Richmond, Calif., where 
he headed the company’s district office 
since last October. 

D Templeton has been named 


_ manager of the company’s Huntington, 


W. Va. branch office. For the past ten 
vears Mr. Templeton has been head of 
the Bluefield district office. 





LEXINGTON ASS’N SPEAKER 

James L. Burnett of New York, field 
training division superintendent of the 
Metropolitan Life, spoke on “Timeli- 
ness” at a recent luncheon meeting of 
the Lexington Life Underwriters Associ- 
ation. Paul E. Matin, local manager of 
Metropolitan Life, introduced the speak- 
er. Otis T. Amis, association president, 
presided. 





MASSACHUSETTS INDEMNITY INSURANCE CO. 
CALL US ON YOUR NON-CANCELLABLE PROBLEMS 


Loyal Atkinson, Branch Manager 
50 East 42nd St., New York— MU Hill 7-5212 





Non-Cancellable Health & Accident Insurance 














Colorado Official 
Sued by Prudential 


INVOLVES PREMIUM TAX RULE 





Company Also Acts for 38 Other In- 
surance Companies; Ask Tax 
Statute Interpretation 





Denver—A suit filed in Denver District 
Court August 12, by the Prudential 
seeks to prevent Colorado State Insur- 
ance Commissioner Luke J. Kavanaugh 
from collecting a 2% state premium 
tax on what the company contends are 
dividend surpluses. 

Interests of 38 other large insurance 
companies doing business in Colorado 
also are involved in the suit, which 
challenges the state’s efforts to collect 
a tax from the companies which would 
amount to about $25,000 annually. 

The action asks the court to interpret 
the state’s premium tax statute of 1941, 
to order the Insurance Commissioner to 
issue the companies a certificate of 
authority to do business in the sta-e 
pending settlement of the suit, and to 
refrain from penalizing them $25 a 
day until they pay the tax on divisible 
surpluses, 

Certain insurance companies showing 
surpluses customarily offer annually to 
their policyholders the choice of cash 
dividends or dividends in the form of 
additional paid-up insurance. Commis- 
sioner Kavanaugh contends that, in the 
latter case, dividends become premiums, 
and as such are taxable under Colorado 
law. 

The companies contend such surpluses 


.are made up of premium payments on 


which taxes have already been paid, 
and that further premium fees assessed 
against them constitute double taxation. 





Court Voids Assignment of 
Policy for Liquor Bill 


Chicago—Assignment of a life insur- 
ance policy to pay a bar bill was thrown 
out by the Circuit Court here through 
issuance of a temporary restraining or- 
der, Mrs. Rose Malone of Oskaloosa, 
la., filed suit in the court charging that 
she had paid for a $1,000 life policy 
on her husband who died in the county 
hospital a month ago and who had sub- 
stituted I. B. Marco, owner of a liquor 
store, as beneficiary in January without 
her knowledge. She alleged that Marco 
sold her husband liquor on credit al- 
though she asked him not to do so, 
but Marco denied this and said he 
merely advanced $400 for living ex- 
penses and agreed to pay the funeral 
expenses. The insurer was restrained 
from paying the proceeds to Marco. 





New York Life Buys Some 


Stores of W. T. Grant Co. 

W. T. Grant Co., its subsidiary W. T. 
Grant Realty Corporation, and New 
York Life have entered into an agree- 
ment calling for purchase by the insur- 
ance company from the W. T. Grant 
Realty Corporation of the Grant retail 
stores in several eastern cities, and the 
simultaneous lease of the properties to 
the Grant Co. on a long term, net rental 
basis. The stores are in Albany, Haver- 
hill, Mass., and Phoenixville, Pa. Similar 
arrangements covering properties in 
Jersey City and Leominster, Mass., and 
a store scheduled for early erection in 
Waterbury, Conn. are being negotiated. 


New England’s King 
Agency 5 Years Old 
TO CELEBRATE ON SEPTEMBER 1 


Total of $27,000,000 Placed on Bocks 
Since He Took Over; Small Turn- 
over of Agents 





The New England Mutual Life’s agen- 
cy at 500 Fifth Avenue, New York City, 
of which Wheeler H. King, CLU, is gen- 
eral agent, celebrates its fifth: anniver- 
sary September 1. 

In these five years the agency has 

With only 


made an outstanding record. 





Bachrach 
WHEELER H. KING 


two full time agents when Mr. King 
took over, and an average annual pro- 
duction the previous five years of $1,400,- 
000, the King agency exceeded $4,000,- 
000 paid in its first full year. Since then 
the average paid business has been near- 
ly $6,000,000 for a total of more than 
$27,000,000 in five years, excluding the 
Term portion of Family Income plans 
and all annuities. 

Of the 17 men who were contracted by 
this agency only three have terminated. 
Per man per month the production of the 
16 full time associates is $24,000 for this 
year to date. Business produced by 
men in their first contract year so far 
in 1950 exceeds $600,000, placing the 
King agency fourth among the 77 agen- 
cies of New England in this category. 


General Agent’s Assistants 


Assisting Mr. King are Carl L. Rus- 
sell, Jr., in the full time department, 
and Joseph J. Melly, Jr., as manager of 
the brokerage department. Both are 
active members in the Life Supervisors 
Association of New York. Mr. King is 
a past president of this association and 
is an associate member. 

As a supervisor and general agent, 
Wheeler H. King has been with New 
England Mutual 27 years. Throughout 
this time he has been active in educa- 
tional work also, having been on the 
staff of the Agents Training Course of 
the Life Underwriters Association of 
the City of New York as well as an 
instructor in LUTC. This year he is 
chairman of the national committee on 
underwriter education and training of 


NALU. 





LIFE INSURANCE > 





RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 
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Consider Home 


Office Bombing 


Main Microfilming Problem Is What Records Are Essential; 
Home Life Using Colorado Bank Vault for 
Important Record Storage 


If the Korean conflict should spread 
and become a world war in which Rus- 
sia would find itself in arms against 
the United States and the Soviet would 
decide to use the atomic bomb, or drop 
other bombs on American cities, the 
possibility of what would happen to 
home office records of life insurance 
companies is being given consideration 
by the companies. That there will be 
some decentralization of activities is 
certain. How to keep the important rec- 
ords of the life insurance companies 
from being destroyed will be a para- 
mount issue. 

All of the home offices make some 
use of the microfilm now by which 
medium a company’s records can be 
reproduced in miniature and in such a 
way that a tremendous number of rec- 
ords could be easily transported and 
would not need a great deal of storage 
space. 

If that be done, there arises some 
other questions, One of the most press- 
ing would be what records are regarded 
as so essential that it would be neces- 
sary to preserve them by use of micro- 
film. It can easily be seen that in the 
case of the major companies the job 
would be terrific. 


Comments of Frank L. Rowland 


Frank L. Rowland, executive secre- 
tary of the Life Office Management 
Association, its membership including 
practically all of the life insurance 
companies, said to The Eastern Under- 
writer this week: 

“We have, of course, received many 
inquiries from life insurance companies 
on this subject. Naturally, the situation 
most concerns companies who. are 
domiciled in the exposed areas of the 
Atlantic coast and the Pacific coast. 
Some of these companies already have 
appointed special committees of execu- 
tives who are considering how they 
will act in case of emergency. Compa- 
nies domiciled in the interior of the 
country are largely adopting an atti- 
tude of waiting to see how the war 
situation develops. 

“Considerable interest is being evinced 
in how the British companies handled 
their home office records during World 
War II. Every life insurance company 
domiciled in London moved its records 
to places some miles from the city, 
the principal target of the German air 
forces. They not only transported rec- 
ords but also many members of their 
home office staffs. Some of these tem- 
porary home offices were located as 
far as 30 miles from London, and one 
large company engaged an entire hotel 
for the duration. 

“Despite the large number of blocks 
which were destroyed in that section 
of London containing the insurance 
companies and the principal offices of 
the banks, no insurance company home 
office building was destroyed. The build- 
ings which were destroyed were by 
damage resulting from dropping of fire 
bombs. There was one loss important 
from a sentimental standpoint, however. 
That was the destruction of the build- 
ing which housed the Institute of Actu- 
aries, It had no other insurance occu- 
pancy.” 


What Companies Are Doing 


Inquiries by The Eastern Underwriter 
among the companies developed these 
facts: 

The Home Life is now using the vault 
of a Colorado bank for storage of valu- 


able records which have been micro- 
filmed. These include premium, policy 
loan, investment and other records. 


Periodically, the company will remicro- 
film each of the important records so 
that a current picture is obtained of 
records not more than six months old. 

The Metropolitan Life for some time 
has had a destruction of records com- 
mittee which constantly reviews what 
records are outmoded and no longer 
necessary to keep. This committee has 
also been studying what the company 
will do with respect to records if there 
should be a war in which atomic bomb- 
ing might figure. No decision as to 
what will be done with the essential 
records, especially as to where they 
will be kept, has been made yet by 
the company. 

The New York Life has assigned to 
its procedure committee the question 
of studying records which are regarded 
as essential. The committee has been 
in consultation with the various depart- 
ments of the company with respect to 
such records and their preservation. 

The Prudential has appointed a com- 
mittee to study the question of essen- 
tial record preservation, but it has not 
yet taken any action. 

The situation at Mutual Life is the 
same. Officer in charge of studying pro- 
cedure is J. McCall Hughes. 


Catastrophe Pool Talk 


Among executives of life insurance 
companies whose _ policyholders are 
largely restricted to the areas which 
would most be exposed to atomic bomb- 
ing there is some discussion at the 
present time as to whether it would be 
practical to have a “catastrophe pool” 
of insurance companies which would 
come to the aid of companies which 
might be victims of atomic bombing. 





Honor Eleanor Smithson 


At the ninth annual convention of 
the National Association of Insurance 
Women held in Boston recently Eleanor 
B. Smithson, past president of the In- 
surance Women’s Club of Washington, 
D. C., was installed as director of Re- 
gion II of the association. Mrs. Smith- 
son, well-known throughout the insur- 
ance industry, is secretary to A. L. 
Kirkpatrick, manager of the Insurance 
Department of the Chamber of Com- 
merce of the U. S. 

Next March Mrs. Smithson will pre- 
side over the Region II conference of 
the National Association of Insurance 
Women when delegates from 16 clubs 
in the eight states comprising Region 
II will convene in the nation’s capital 
for the first time. 





Twyman General Agent at 
San Antonio; Abbey Retires 


Aetna Life announces the retirement 
of Elmer Abbey as general agent at 
San Antonio after a quarter of a cen- 
tury of service and the appointment of 
Earl D. Twyman, now assistant general 
agent in the Gilbert V. Austin Agency 
in Brooklyn, to succeed him, Mr. Abbey 
will continue as general agent emeritus. 

Native of San Antonio, Mr. Abbey 
built the general agency into one of 
the outstanding agencies of the com- 
pany, having three times won the Presi- 
dent’s Trophy and salesmen of the 


“agency have held more offices in the 


Aetna Life Leaders’ Club than the rep- 
resentatives of any other Aetna Life 
agency. 

Mr. Twyman is a graduate of Ithaca 
College, entered the Army soon after 
graduation and was stationed in Texas 
as a navigation instructor in the Army 
Air Corps. Following military service 
he became an agent for Aetna Life in 
Great Neck, L. I, then supervisor for 
Long Island and assistant general agent. 


Wilson Joins Staff of 


Life Insurers Conference 





_ ——— 


por re a - t 


ROBERT A. WILSON, JR. 


E. H. Mears, president, Life Insurers 
Conference, has announced the engage- 
ment of Robert A. Wilson, Jr., as staff 
assistant in the Conference Headquar- 
ters Office. 

A native Virginian, Mr. Wilson was 
educated in the public school system in 
Richmond, and was graduated from the 
University of Richmond with a B.S. 
degree in business administration. Dur- 
ing World War II he served for 18 
months in the United States Army Air 
Corps and received special training in 
the Air Training Command School at 
Chanute Field, Illinois. 

Among Mr. Wilson’s duties will be 
the coordination of the work of the 
Conference statistical committee in its 
surveys and studies of member com- 
pany activities. 





New Quebec Supervisor 

The appointment of Paul Embregts as 
supervisor at the Quebec branch has 
been announced by the Great-West Life. 
Mr. Embregts joined the company’s 
Quebec branch office in 1947. In his 
new position he will assist branch man- 
ager, Jean Lamarche, in branch admin- 
istration and training. 





Charleston General Agent 


Glenn E. Bogasse has been appointed 
general agent for Aetna Life at Charles- 
ton, W. Va. Assistant general agent at 
Raleigh, N. C., for the past two years, 
he succeeds Keith M. Talsma, who is 
being transferred to the agency at 
Grand Rapids. 





Arline Murphy to Marry 
Forbes Magazine Manager 


Arline Murphy, secretary to Holgar 
J. Johnson, president of Institute of 
Life Insurance for the past five years, 
and Richard E. Kline, vice president 
and general manager of Forbes Maga- 
zine, will be married on September 16. 

Miss Murphy, a graduate of Mary 
Nash School, New York, is a member 
or Seraphic Secretaries of America. She 
is also a member of the Bronxville 
League for Service, Bronxville, N. Y., 
where she lives. 

Mr. Kline is a graduate of University 
of Pennsylvania. After leaving college 
he was with the Hearst magazines for 
about 10 years. They include Cosmopoli- 
tan, Harper’s Bazaar, House Beautiful, 
Good Housekeeping, Motor Boating and 
Motor. He then went with Forbes 
Magazine. 





=— 


Life Premiums 3.25% 
Of Country’s Income 


80% MORE THAN 
Rise in Premium Payments Reflects 
Increased Ownership of Life Insur. 
ance in Past Ten Years 


1940 TOTAL 








American families are expected to put 
$7,100,000,000 into life insurance and 
annuities during 1950, some 80% greater 
than the 1940 total, but this year’s 
premiums will represent a materially 
smaller share of aggregate family eG 
come than ten years ago, the Institute 
of Life Insurance says. 

“The flow of family dollars into this 
anti-inflationary channel will be $3,200,- 
000,000 greater this year than in 1940,” 
Holgar J. Johnson, Institute president, 
commented. “And yet on the basis of 
present trends, this greater 
volume of premium payments will prob- 
ably represent only about 3.25% of na- 
tional income this year, compared with 
4.9% in 1940. There is a great need 
under today’s conditions for emphasis 
on savings of all types if we are to 
minimize inflationary trends and protect 
the buying power of both the amounts 
newly saved and those accumulated in 
the past.” 


income 


Reflects Rising Ownership 


The rise in premium payments re- 
flects the increased ownership of life 
insurance in the past ten years. Due to 
shifts in buying trends, with Group life 
insurance and such policies as family 
income and term plans increased, the 
total owned by American families has 
risen more rapidly than the premium 
figures indicate. Life insurance out- 
standing today is 90% greater than ten 
years ago and annuity premiums have 
doubled, while the premium aggregate 
has risen 80%. 

In 1949, the aggregate premiums paid 
all U. S. life companies for life insur- 
ance and annuities were $6,796,000,000. 
With national income of $216,800,000,000, 
the ratio of premiums to income was 
3.1%. These premiums did not include 
those for accident and health policies. 





Brokerage Manager at Phila. 





FRANK J. BROWN 


Jefferson National Life of Indian- 
anolis has appointed Frank J. Brown 
life brokerage manager for Philadelphia. 
He was formerly with the Travelers at 
Philadelphia and Baltimore. Later he 
represented in Philadelphia as assistant 
secretary the firm of Berthalon—RKow- 


land & Co. of Newark, N. J. 
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NALU Washington Meeting Plans 


By popular request of the member- 
ship of National Association of Life 
Underwriters, the National Sales Sem- 
inar —the all-agents’ session that has 
been widely acclaimed at the last four 
NALU annual conventions—will be fea- 
tured as one of the major meetings of 
convention week. Scheduled for Thurs- 
day morning, September 28, in the 
Presidential Ballroom of Hotel Statler, 
Washington, it will spotlight five of the 
country’s successful producers. Arthur 
F. Priebe, CLU, NALU program chair- 
man, an agent with Penn Mutual at 
Rockford, Ill., will preside at the ses- 
sion. The speakers have been selected 
by the program committee from hun- 
dreds of recommendations submitted by 
members from all over the country and 
represent a complete cross section of 
the nation’s top life insurance selling 
talent. q ae : 

Those who will participate in the 
National Sales Seminar program are: 
Fred Brand, Jr., million dollar pro- 
ducer for Connecticut Mutual, Pitts- 
burgh; William B. Hoyer, CLU, star 
salesman for John Hancock in Colum- 
bus, O.; Lonnie Langston, CLU, mil- 
lion dollar agent representing the 
Southwestern Life in Dallas; Edwin N. 
McKoy, Metropolitan’s President’s Club 
Award winner in Newnan, Ga., and 
Norma Wasson, life member of Wom- 
en’s Quarter Million Dollar Round Table 
of NALU, and honor producer for 
Phoenix Mutual Life in Kansas City, 
Mo. 

In releasing this program, Mr. Priebe 
pointed out that the National Sales 
Seminar has been the best attended 
session of the last four NALU annual 
conventions and predicted that these 
five top-flight agents will develop one 
of the most stimulating and beneficial 
programs ever staged for personal pro- 
ducers at a National Association con- 
vention. 


Women’s Quarter Million Round Table 


Plans for the 15th annual meeting of 
the Women’s Quarter Million Dollar 
Round Table of NALU, to be held in 
Washington, September 26, include a 
business and election meeting. This will 
be followed by a luncheon meeting of 
the Round Table at which three of its 
members will speak, portraying a pic- 
ture of the QMDRT as of in the past, 
the present and the future. Elsie Doyle, 
Union Central, Cincinnati, chairman of 


the group, will preside. 


Ellen M. Putnam, CLU, National Life 
of Vermont, Rochester, N. Y., will open 
the program with a talk, “This I Re- 
member’; Gertrude Anderson, Mutual 
Benefit, Minneapolis, will bring the 
members up-to-date in discussing “This 
I Know” about the Round Table. Both 
speakers are life members of the or- 
ganization. The closing speaker on the 
after-luncheon program will be a first 
time member of the group, Irene Zig- 
ler, Pacific Mutual, Washington, D. C., 
who qualified for the Round Table in 
her first vear in the business. The title 
of her talk is “This I Dream.” 

Prior to the luncheon meeting, the 
members will hear the report of the 
nominating committee, Emma McCon- 
nell, Volunteer State Life, Chattanooga, 
chairman, Miss McConnell and _ her 
committee — including Laura Benham, 
Prudential, Niagara Falls; Elma Easley, 
California-Western States Life, Port- 
land; Rae Levy. John Hancock Mutual, 
Dallas, and Elsie Doyle, Union Central, 
Cincinnati—have presented the follow- 
ing names of candidates to serve next 
year as the executive committee for 
the Round Table: Norma Wasson, 
Phoenix Mutual, Kansas City, Mo., 
chairman; Minna Hensley, Franklin 
Life Salina, Kansas, vice chairman; 
Cecilia Howard, New York Life, Buf- 
falo; Mary LaBella, Continental Assur- 
ance, . Los Angeles, and Elsie Doyle, 





Union Central Life, Cincinnati, imme- 
diate past chairman. Reports of com- 
mittees will be discussed and. the new 
executive committee elected. 

Program chairman for the Round 
Table sessions in Washington is Mrs. 
Minna W. Hensley, Franklin Life, 
Salina, Kan. In announcing the details 
of the afternoon session she urged all 
women underwriters attending the 
NALU convention to be present. 

On the evening of September 26, the 
Round Table will. hold its annual re- 
ception. The annual banquet, which will 
take place immediately following this 
affair, will have as its main speaker 
John A, Lloyd, vice president of Union 
Central Life, Cincinnati. Elsie Doyle, 
chairman, will preside. A list of distin- 
guished guests has been invited to at- 
tend this banquet, one of the conven- 
tion’s gala functions—and members of 
the Round Table are privileged to in- 
vite their home office executives. 

On Thursday afternoon, September 
28, the Women’s Quarter Million Dol- 
lar Round Table will conduct its an- 
nual Round Table meeting. This event 
will feature talks by two prominent 
members and a discussion on partner- 
ship insuravc* by a nationally known 
editor in the ‘fe insurance trade pub- 
lications field. A one act skit involving 
an important legal angle will be another 
highlight of the afternoon. 

Harriet Horton, Occidental Life of 
California, Cheyenne, Wyo., will be the 
initial speaker on the program, with a 
talk entitled “From A to Z.” She will 
be followed by Cecilia Howard, New 
York Life, Buffalo, Y., discussing 
“The Forgotten Woman.” A one act 
skit entitled “This Is the Law” will 
next be enacted by Norma Wasson, 
Phoenix Mutual, Kansas City, Mo., 
playing the part of the surviving part- 
ner, and Mary LaBella, Continental 
Assurance, Los Angeles, Cal., in the 
role of the lawyer. They will be assisted 
by Herbert A. Hedges, Equitable Life 
of Iowa, Kansas City, Mo., past presi- 
dent of NALU. Final speaker on the 
program will be H. P. Gravengaard, vice 
president and executive editor in the 
life publications department of National 
Underwriter. Mr. Gravengaard will pre- 
sent a discussion on the many aspects 
of “Partnership Insurance.” At the con- 
clusion of Mr. Gravengaard’s address, 


the meeting will be opened to a general 
Round Table discussion, 


Training Council Luncheon 


The Life Underwriter Training Coun- 
cil will conduct its first annual luncheon 
meeting on Tuesday, September 26, at 
Hotel Statler, Washington. 

Featured speaker for the luncheon 
program will be Dwayne Orton, director 
of education for the International Busi- 
ness Machines Corp., who will speak 
on “The Interdependence of Business 
and Education.” One of the outstanding 
men in the field of personnel training 
and education, Mr. Orton was appointed 
to his present post in 1942 following a 
broad background in industry that 
ranged from railroad machine shop 
hand and oil well engineering drafting 
to the executive level. In the educational 
field he has moved from instructor to 
college chaplain, to college dean and 
college president; his degrees include 
an A.B., M.A. and LL.D., with exten- 
sive graduate work at the University of 
California. Under Mr. Orton, IBM’s 
Department of Education offers instruc- 
tion in a wide variety of subjects rang- 
ing from occupational studies to gen- 
eral education and liberal arts courses, 
as well as graduate professional work 
in engineering and business. 

Besides the administration of the 
IBM Department of Education with its 
thousands of students all over the 
world, Mr. Orton serves as a director 
and executive committee member of the 


American Arbitration Association; treas- 
urer and director of the New York 


State Citizens’ Council; member of the 
personnel committee, American Council 
on Education; director of the New York 
Chapter, Society for the Advancement 
of Management; member of the New 
York City Rotary Club, and a trustee 
of Pratt Institute. 





Pacific Mutual Increase 


A 40% increase in number of pro- 
ducers paying for the equivalent of a 
half-million or better was reported by 
Pacific Mutual Life in winding up its 
Big Three Honor Club. 





ADVANCED TRAINING SCHOOL 
Fourteen salesmen from 12 agencies of 
Bankers Life of Des Moines were in 
attendance at an advanced sales train- 
ing school at the home office in Des 
Moines August 14-18. 



















service representative. 


The chief qualifications are: 


1. Two years experience. 


nN 


3. Not over 30 years of age. 


WANTED=— 


Group Service Representative 
for New York, New Jersey Area 


A nationally known company writing life, accident and sickness, and hos- 
pital-surgical group lines has an attractive opening for a SALARIED field 


. Ability to work successfully with people. 


Salary will be commensurate with ability and experience. 


Address Box 1960 
THE EASTERN UNDERWRITER 














All replies will be acknowledged and personal interviews with the best 
qualified applicants will be arranged as soon as possible. Please give full 
particulars re education, experience, past earnings, etc., in your first letter 
—which wil be held in strictest confidence. 


41 Maiden Lane, New York 7, N. Y. 








Miss Kuhn Now General 

Agent, Manhattan Life 
OFFICES AT 120 W. 57TH STREET 
One of Largest Producers Among 


Women Agents of Country; Seven 
Years With Company 








Hermine R. Kuhn, one of the few 
women who have written as much as 
$1,000,000 a year, a feat she accom- 
plished in the 1945-1946 period, has 
been appointed a general agent of Man- 
hattan Life with offices at 120 West 
57th Street, New York City. For the 


ee 


HERMINE R. KUHN 


been home 
the com- 


past seven years she has 
office first field assistant of 
pany. 

Miss Kuhn entered life insurance in 
November, 1930, as an agent of Equi- 
table Society. She has been a con- 
sistently successful producer ever since 
and in recent years her personal pro- 
duction has averaged $700,000 annually. 
Many of her clients came from the 
New York City financial district. She 
has specialized in programming, tax and 
business insurance. Ever since the for- 
mation of the Women’s Quarter Million 
Dollar Round Table she has been active 
in it and in 1945 was its chairman. 

With the Manhattan Life which she 
joined in May, 1943, and became first 
field assistant in November, 1945, she 
has been responsible for the organiza- 
tion of training programs for agents, 
general agents and supervisors con- 
ducted at the company’s home office in 
recent years. Also, her own teaching of 
agents has been augmented by having 
as guest speakers prominent insurance 
personalities from other companies. 





Dr. Fred Wells Retires 


The Iowa Life of Des Moines an- 
nounces the retirement of Dr. Fred 
Wells as medical director and the ap- 
pointment of Dr. L. K. Meredith to 
succeed him. The life company is oper- 
ated by the Iowa Farm Bureau. 

Dr. Wells will retire September 1. 
He formerly was medical director for 
the Equitable Life of lowa for 35 years 
and is a past president of the Asso- 
ciqtion of Life Insurance Medical Di- 
rectors of America. He joined the Iowa 
Life during its first year. 

Dr. Meredith has maintained a pri- 
vate practice in Des Moines since 1917. 





COLUMBIA ASS’N ELECTS 
Newly elected officers of the Columbia 
Association of Life Underwriters in- 


clude: President, Earl C. S._ Stuart; 
first vice president, Douglas Glascock; 
second vice president, Hamilton Holt; 


secretary, Donald Reid, and treasurer, 
Charles Wright. 
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Wyman Will Not Run 
For Trustee of NALU 


BOSTON AGENT GIVES REASONS 





Says Managers and General Agents 
Have Too Much Influence; Block 
Agency Abuse Reforms 





Silas D. Wyman, Boston agent, -has 
written to L. Mortimer Buckley, chair- 
man, committee on nominations, Na- 
tional Association of Life Underwriters, 
saying he is not a candidate for re- 
election to the office of NALU trustee. 
He said that when he became a trustee 
three years ago it was with the intention 
of assisting in the struggle to end the 
abuses in the agency system and to 
improve the economic status of agents 
who constitute four-fifths of NALU 
membership. Progress was made until 
last year, he said. 

“Until last year some progress was 
made, particularly in the official enunci- 
ation of principles for agents’ compensa- 
tion and field practices,” he wrote, “but 
notable in breaking management’s stran- 
gle-hold on NALU’s policy regarding 
SS for agents. However, the end of the 
fight in behalf of agents was reached 
last year when NALU’s executive com- 
mittee, composed entirely of general 
agents and managers, initiated the action 
which resulted in NALU’s open accept- 
ance of the status of company union. A 
voluntary agreement was made to the 
effect that NALU will never again take 
up with the companies, either individu- 
ally or collectively, any matters relating 
to agency practices, agents’ welfare or 
condition of employment. 

“Since then most of the activities of 
NALU are matters which are properly 
the functions of official management or- 
ganizations; the rest of relative unim- 
portance to agents. This is not the same 
NALU.” 

Continuing Mr. Wyman said it is clear 
that agents “will never overcome their 
difficulties through any organization 
which contains general agents and man- 
agers who will always constitute a road 
block across their path.” He thought 
Ordinary agents should organize and 
“voice their own destiny.” 





UNDERWRITING RESTRICTIONS 





Life Insurance Co. of Georgia Tells 
Field of Company’s Attitude on 
Military Apps 

The Life Insurance Company of 
Georgia has adopted some restrictions 
relative to insurance for men in the 
Armed Forces, in the reserves and the 
National Guard. No Term insurance, 
Home and Family Protector or Preferred 
Risk policies will be issued. On other 
plans, insurance will not now be issued 
for more than $10,000. No Double In- 
demnity nor Travel Accident are being 
issued, but waiver of premium will be 
available in the usual manner. No pre- 
mium insurance on juvenile cases will be 
issued. An aviation exclusion rider will 
be required. 

The following Ordinary underwriting 
restrictions apply to all men ages 19 
through 26 nearest birthday, regardless 
of military status: no Term insurance 
will be issued. On other plans, no more 
than $10,000 will be issued. In Weekly 
Premium, policies will not be issued to 
men in Armed Forces. 





Social Security 


(Continued from Page 1) 


The following table gives the primary 
insurance benefit, to the nearest dollar, 
under the old law as against the new 
primary benefit: 


Present New Present New 
$10 $20 $35 $59. 
$15 $30 $40 $64. 
$30 $54 


New England Mutual Life’s 


Blood Donors Association 

In step with a nationwide drive for 
the volunteer contribution of badly- 
needed whole blood, New England 
Mutual Life has set up a New England 
Mutual Blood Donors Association, open 
to all physically qualified home office 
workers, 

Under the direction of Harold M. 
Frost, M.D., medical director, the pro- 
gram, which was initiated early in July, 
has thus far received the support of 
nearly 15% of all eligible employes, and 
a much larger percentage is expected 
to have volunteered before the drive 
ends in December. 

While the preliminary registration 
and physical checkups are done by the 
New England Mutual medical depart- 
ment, the actual process of donating 
the blood is carried out at the New 
England Blood Donor Center, a Red- 
Cross sponsored blood collection center 
which provides highly trained medical 
personnel and the latest equipment. 

Each volunteer, when he has made 
his donation, receives a card confirming 
his gift and crediting him or any mem- 
ber of his immediate family to receive 
the amount of blood which he has con- 
tributed. 





DAYTON CLU ELECTION 
Spottswood W. Duke, Massachusetts 
Mutual, has been named president of 
the Dayton, O., Chapter of CLU. Rus- 
sell Cahall, W &S, is vice president and 
Arthur D. Zolg, John Hancock, secre- 
tary-treasurer. 





EXCELLENT OPPORTUNITY 


A Company with the personal touch—a ratepvoox full of policies you will 


enjoy selling. 


Let us tell you more about our plans for greater expansion. 


GENERAL AGENCY TERRITORY AVAILABLE 
IN PENNSYLVANIA AND MARYLAND 


For information write to 


Robert Merriman, President 


or Lif 


INSURANCE COMPANY 


Scranton, Pa. 








Morris Agency Going Strong 

Patrick J. O’Neill, Edward N, Ma- 
laney, Jr., and Arthur P. Morris of the 
latter’s Bankers National Life general 
agency in Newark have qualified for 
the company’s Master Producers Club 
Convention to be held at the Thousand 
Island Club, Alexandria Bay, N. Y., on 
September 5-11. The announcement was 
made by William J. Seiger, vice presi- 
dent and superintendent of agencies for 
the company, Although it generally 
takes 18 months to qualify for this 
convention both of Morris’ men have 
met the company’s production require- 
ments in six and eight months respec- 
tively, since they joined the agency. 

One of the newer members, John P. 
Enright, who joined the agency in 
February, has already qualified for the 
Bankers National Star Club. 











PEACE...<43 % 


“...now that Fred and | are settled in the West, we know the 
real meaning of restful living. For more than 25 years Fred has been 
saying that someday—someday he’d play golf, fish and hunt MORE! 

“Now that the children are married, why should we remain in a 

“ large, dreary city bogged down in a rut? A trip through the West 
opened our eyes. Here, people LIVED! 

“Our minds were made up. Fred interviewed several insurance 
companies and selected Capitol Life as the one with the greatest oppor- 
tunities. In one year, Fred’s business was established and our health 
better than ever. Peace—Prosperity? It’s sure wonderful !’” 

To qualified Field Underwriters and Agency Managers in search 
of a NEW way of life, our agency expansion program offers genuine 

economic security in several western states. 


Write us for complete details. 
THOMAS F. DALY II 


Agency Director, Assistant to the President 


She CAPITOL LIFE 


INSURANCE COMPANY 


CLARENCE J. DALY, President 





HOME OFFICE, Denver 











Named by Columbus Mutual 





SID R. ACKERMAN 


Columbus Mutual Life has made Sid 
R. Ackerman an agency assistant to 
assist in supervision and training of 
units in West Virginia, Kentucky, Vir- 


_ginia and Washington, D. C. He was 


formerly in the central Ohio field. Join- 
ing the company in 1940, he has been 
a regular member of all the company’s 
top production clubs. 





Bankers of Iowa Passes 


Billion-and-a-Half Mark 


Insurance in force in Bankers Life, 
Des Moines, has passed the billion-and- 
a-half dollar mark, reaching the new 
high of $1,508,736,842 by August 1. 
This is over $87 million more than the 
insurance-in-force figure of a year ago. 

Ordinary insurance accounted for 
$1,235,269,422 of the in-force total, and 
Group insurance accounted for $273, 
467,420. The August 1 total of insurance 
in force was more than $66 million 
over the January 1 total. . 

New business issued and paid for in 
Bankers Life during July totaled 
$21,810,256—more than twice the July 
total a year ago. Ordinary insurance 
accounted for $12,780,856 of the July 
figure while Group accounted for just 
over $9 million. 

New business paid-for during the first 
seven months of the year totaled $108, 
542,199—nearly 25% more than the same 
figure of a year ago. 


FRANKLIN JULY SALES. 
New sales of the Franklin Lilie o! 
Springfield, Ill, during July (excluding 
annuities) exceeded $24,600,000, an in- 
crease of 58.2% over the same month 
last year. Production during the first 
seven months of 1950 reflected a gain of 
21% over the same period of 1949. : 
The Georgia Division of the Franklin 
holds first place nationally agencywis¢, 
and Richard A. Harrison, regional man- 
ager in Sacramento, led the organization 
in personal production for the month. 
Franklin insurance in force 1s Cur 
rently approaching the $900,000,000 mark. 
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Berkshire Life Reports 
Progress in A. & H. Field 


ROBERT P. DIFFENBAUGH 


Robert P. Diffenbaugh, manager, ac- 
cident and hea'th department, Berkshire 
Life Insurance Co., Pittsfield, Mass., 
reports that in the first two months 
following release of the full accident 
and health portfolio in June, the com- 
pany has issued accident, accident and 
health and hospital policies with yearly 
premium of $15,063. 

Now that the Berkshire’s own agency 
force is familiar with the line and ac- 
tively engaged in writing it, Mr. Dif- 
fenbaugh expects to expand the busi- 
ness by seeking representatives who 
write accident and health insurance 
exclusively. 

Mr. Diffenbaugh joined the Berkshire 
Life last December to organize and 
supervise its newly created accident and 
health department. He was graduated 
from Randolph-Macon Academy and 
attended Washington and Lee Univer- 
sity. He entered the insurance business 
in 1935 in the accident and health de- 
partment of the Travelers at Philadel- 
phia, In 1941 he was made special agent 
for the Continental Casualty Co. at 
Philadelphia, later becoming eastern 
supervisor with headquarters in New 
York. In 1944 he joined Bankers Na- 
tional Life of Montclair, N. J., where 
he organized its accident and health 
department. Later he became assistant 
superintendent of agencies in the life 
and accident and health departments of 
the Bankers National. 





Most Men Name Wife As 
Life Policy Beneficiary 


A new statistic showing family soli- 
darity in America comes from the Life 
Insurance Agency Management Asso- 
ciation. According to a survey of buyers 
just reported by the association, 93 out 
of 100 married men purchasing Ordinary 
life insurance policies name the wife 
as beneficiary, 

he remaining 7% name parents, 
children, other relatives, estate, business 
associate or others as beneficiary. 

Almost half of all men name a sec- 
ondary beneficiary when buying a new 
Policyv—a specific beneficiary to whom 
Payment will be made if the primary 
eneficiary dies before the insured. 





MUTUAL INSURANCE CO 


Educators (- 3 ’ 


The Finest tn AGH Insurance Since (G10 





Bankers Life Underwrites 
Allis-Chalmers Pensions 


Allis-Chalmers Manufacturing Co. of 
Milwaukee, has signed contracts to in- 
sure pensions for 29,900 employes ac- 
cording to an announcement by E. M. 
McConney, president of Bankers Life, 
Des Moines. Allis-Chalmers recently 
completed contract negotiations includ- 
ing pensions with a number of unions. 
The pension contracts will become ef- 
fective September 1, 

Bankers Life, the underwriters, an- 
nounced that the contracts were on a 
deposit administration basis providing 


pensions for more than 19,000 employes 
in collective units and 10,900 employes 
not in bargaining units. 

The pension contracts provide for 
pensions of $100 a month, including 
Federal social security, for workers 
aged 65 and over with 25 years or 
more of service and reduced amounts 
with less than 25 years of service. Re- 
duced amounts are also payable for re- 
tirement after age 60 with ten or more 
years of service. In the event of dis- 
ability after age 55 with 15 years or 
more of service, pensions of $50 to $90 
a month are payable. 

The firm of Seefurth and McGiveran 
of Chicago served as pension con- 
sultants to Allis-Chalmers. 













ng Business on 








Connecticut General writes substandard up 
to 500% mortality rating, and large 
amounts are issued even at the highest 
ratings. Extra premiums have recently been 


substantially lowered. 








Without cost to you this kind of help is available through the Extra Man 
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General 


LIFE INSURANCE COMPANY 
HARTFORD 15, CONNECTICUT 





Connecticut General has recently extended 
substandard limits to cover ages 61 to 65 — 
up to 250% rating and up to 25 thousand or 
90 thousand depending on rating. 


Substandard term insurance is issued 
by Connecticut General up to 200% 
rating, with maximum limits as high 
as for permanent plans. 


he 


BETTER SERVICE 
THROUGH BETTER MEN 


THE EXTRA MAN TYPIFIES 
SPECIALIZED HELP YOU AS A 
BROKER OR SURPLUS WRITER 
CAN SECURE FROM YOUR 
CONNECTICUT GENERAL OFFICE 














Lincoln National Asst. 
Agencies Superintendent 





D. F. MULL 


Lincoln National Life has appointed 
D. F. Mull, CLU, assistant superin- 
tendent of agencies. He began his life 
insurance career with Lincoln National 
12 years ago and for the past four years 
has represented College Life in several 
states, being made a director this year. 





Home Office Underwriters 


Annual Meeting Program 


William H. Neely, president of the 
Institute of Home Office Underwriters, 
has announced that plans are nearing 
completion for the 14th annual meeting, 
November 1-3, at Fontanelle Hotel, 
Omaha. On the morning of November 
1 the program will be devoted to formal 
papers followed by the reports of the 
various committees. The afternoon of 
November 1 will be devoted to the 
open panel forum. 

During the morning of November 2 
formal papers will again be presented, 
followed by the election of officers, and 
in the afternoon the Industrial case 
clinic. 

Friday morning the Ordinary case 
clinic will be held. An executive com- 
mittee meeting will be held on the 
afternoon of October 31. John T. Acree, 
Jr., president of Lincoln Income Life, 
will be general chairman of the meet- 


ing. 





Edward D. Landers Manager 
Cleveland Branch Office 


Continental Assurance has named Ed- 
ward D. Landers, CLU, as manager .of 
its Cleveland branch office, an estab- 
lished facility specializing in services to 
brokers, surplus writers and general in- 
surance men. 

Mr, Landers entered the life irisur- 
ance business in 1945 with Penn Mutual 
and in his first year wrote $420,000. In 
1946 he was appointed agency super- 
visor, He joined Occidental Life in 1948 
as brokerage manager. 

He is currently serving as president 
of the Cleveland Supervisors Club, a 
member of the Life Underwriters Asso- 
ciation, Junior Chamber of Commerce 
and Mayfield Country Club. 
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F, D. Russell On Economic Soundings 


Frederick D. Russell, president Se- 
curity Mutual Life, Binghamton, N. Y., 
discussed mid-century economic sound- 
ings in a talk before the Presbyterian 
Social Union’s monthly dinner meeting 
at the Bellevue Stratford Hotel, Phila- 
delphia. W. A. Conway is Philadelphia 
general agent of the company. 

Mr. Russell sounded warnings against 
deficit financing, Government extrava- 
gance and all trends leading toward in- 
flationary aspects. America as_ the 
champion of freedom should also wage 
constant war against the insidious in- 
roads of Socialism and iron curtain to- 
talitarianism. It must stay solvent. But, 
despite all of the troubled political and 
social situations the underlying philoso- 
phy and objectives of life insurance are 
sounder today than they ever have been, 
largely because of the intimate relation- 
ship to the people and to family life in 
which sphere insurance is regarded as 
the bulwark and financial security for 
Four out of every 
families own life insur- 


the average man. 
five American 
ance. Nothing could be more domestic 
or more in keeping with America’s 
deepest tradition. 

The dollar’s soundness and _ stability 
must be maintained, must be protected, 
said Mr. Russell. “Drifting into infla- 
tion is no solution of any economic 
problem of the American people; nor 
should anything be done to discourage 
self-reliance or increase production 
costs umess accompanied by higher 
percentage productivity.” 


Risk Capital 


Mr. Russell denied that life insurance 
was too big. In talking about invest- 
ments of lie insurance companies he 
said: 

“What of this whole question of 
equity investments and equity capital? 
I can hear some of you ask that. We 
also ask ourselves this corollary ques- 
tion—just to what extent are equities 
properly an investment outlet for life 
insurance funds? There are differences 
in the life insurance business on this 
whole matter. Many companies own 
equity securities under prescribed limi- 
tations and have had a favorable ex- 
perience with such ownership; many 
others don’t. I wouldn’t be surprised to 
find conflicting viewpoints on the ques- 
tion in this audience, too, if a canvas 
were to be taken. 

“The life insurance business does not 
have a free hand in this or other in- 
vestment matters. Our business is 
strictly regulated by the authorities of 
the 48 states and the District of Co- 
lumbia, and this covers the whole area 
of investments as well as all our other 
operations. Nearly half of the states 
do not permit investment of life insur- 
ance funds in common stocks. New 
York State, in which my company is 
domiciled, is one of these. Furthermore, 
there is the matter of custom and pub- 
lic attitude toward common stock in- 
vestments. Most common stocks are 
volatile in nature, and thus have a far 
greater element of risk in their owner- 
ship than do other types of investments. 
This might be disturbing to many 
policyholders. All in all, the whole ques- 
tion is not one for off-hand opinions or 
snap judgments. 

“Now what of this matter of 
capital for new or unseasoned ventures? 
This is an entirely different thing than 
investing life insurance funds in tried 
equities, such as listed common stocks, 
or in ownership of real estate where a 
considerable amount of life insurance 
funds have been directed in the last few 
years under the rules as prescribed by 
regulatory authorities. 

“Do you in this audience, or do the 
American people, really think that we 


‘risk’ 


should take outright gambles with life 
insurance funds? We in life insurance 
doubt that very much. The overwhelm- 
ing weight of custom, experience, and 
public opinion appears to be decidedly 
against such employment of the people’s 
savings in life insurance. Money for 
new ventures should come, as it has in 
the past, from those who feel they can 
afford to take a long’ shot, the entre- 
preneurs and the risk-takers, and not 
from the potential tithes of widows 
and orphans or from the basic protec- 
tion of family life. And if there is a 
shortage of ‘risk’ capital, why not look 
into reasons and causes, such as the ef- 
fect of the present heavy burden of 
taxation on incentive and risk-taking?” 





Jefferson Standard Life Holds 


3-day Managers Conference 


“Building Men” the theme of Jeffer- 
son Standard’s Managers Conference 
held at the company’s home office in 
Greensboro, N. C., August 21-23. 

After a message of welcome by Presi- 
dent Howard Holderness, the first day’s 
sessions were devoted to subjects relat- 
ing to the recruiting and training of 
new agents. Miss Mary Taylor, Agency 
Secretary, opened the morning sessions 
with a talk on “Building the Billion by 
Building Men.” Agency Manager Karl 
Ljung discussed the general problem 
of recruiting. K. C. Wright, manager 
of the Durham Agency, talked on “Prac- 
tical Recruiting Methods As Employed 
in His Agency.” R. B. Taylor, CLU, 
associate agency manager, presented and 
discussed the company’s new Recruit- 
ing Manual. W. H. Andrews, Jr., CLU, 
manager of the Home Office Agency, 
also spoke. 

Mr. Taylor opened the afternoon ses- 
sion with a discussion of training re- 
sponsibilities, followed by Spartanburg 
manager, W. A. Reynolds, whose topic 
was “Inducting and Training the New 
Agent.” The “Manager’s Guide for In- 
ducting and Training New Agents” was 
reviewed by Seth C. Macon, CLU, as- 
sistant superintendent of agencies. 

Business sessions on the second day 
were divided into four panel discussions: 
“Better Selling,” “Supervision,” “Good 
Business Relations,” and “Morale and 
Motivation.” Talks on the practical ap- 
plications of these subjects were made 
by: Washington, D. C. Manager, F. 
McKey Smith; Raleigh Manager, George 
Elliott, CLU; Dallas Manager, R. M. 
White; Tulsa Manager, William E. 
Fletcher; Fort Worth Manager, Felix 
Hargis; Wilmington, N. C. Manager, 
Harvey N. Radcliffe; Birmingham Man- 
ager, Albert Lee Smith; San Antonio 
Manager, O. P. Schnabel; and Golds- 
boro Manager, T. B. Dameron. These 
panel discussion will be chairmanned by 
J. S. Causey, superintendent of agen- 
cies, and Hal R. Marsh, W. L. Seawell, 





HOME OFFICE 
UNDERWRITER 


Fully qualified Life Underwriter avail- 
able. Experienced in handling sub- 
standard and_ brokerage. Fellow, 
L.O.M.A. majoring in selection of risks. 
Age 40, with 20 years’ experience as 
personal producer, agency cashier and 
home office underwriter. Qualified to 
take care of new business department. 
No particular territorial reference. Ad- 
dess Box 1959, The Eastern Underwriter, 
41 Maiden Lane, New York 7, N. Y. 











Jr., CLU and Macon, assistant superin- 
tendents of agencies. 

W. L. Brooks, Charlotte Branch Man- 
ager, spoke on “How I Keep My Men 
On Fire For Life Insurance” at Tues- 
day’s luncheon. 

“Breakfast With Miss Mary” started 
the program on the third day. Honored 
guest was Miss Mary B. Taylor, agency 
secretary, who recently completed forty- 
five year’s service with the company. 

Various phasés of the company’s op- 
erations were discussed by five officers: 
Medical Director, H. F. Starr; Vice 
President and General Counsel, Julius 
C. Smith; Second Vice President, M. 
A. White; Executive Vice President, 
C. E. Leak; and Agency Manager Ljung. 
First Vice President, J. M. Bryan, spoke 
at the closing luncheon. 


Phoenix Mutual Life 
Opens Oakland Agency 


Phoenix Mutual Life has opened an 
agency headquarters in Oakland, Calif, 
with Paul P, Stewart as supervisor-in- 
charge. Commenting on the move, Vice 
President D. Gordon Hunter said that 
Oakland’s business and _ population 
growth was an influencing factor in the 
decision to open the new agency. He 
noted that present Phoenix Mutual pro- 
tection on the lives of Californians 
totals over $50 million. 

Mr. Stewart, a native of Oregon, 
joined the Portland Agency in* 1947 and 
attended an intensive course at the 
company’s home office. A _ graduate 
of the University of Oregon, he saw 
_— in the Navy during World War 








LEADS REPUBLIC NATIONAL 

Figures just announced by W. O. 
Childress, vice president and director of 
agencies, show the Lubbock agency lead- 
ing all Republic National Life agencies 
in life and accident and health busi- 
ness for July. J. A. Bowron is manager 
of the agency and H. Bailey of 
Amarillo is assistant manager. This is 
the fifth month of the year that the 
Lubbock agency has led the field. 

Richard Skoglund of Rock Island, 
Illinois and C. G. Jennings of Kerrville, 
Tex. were top producers for the month 
in life and accident and health business 
respectively. 
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60 East 42nd Street 





LIFE INSURANCE 
ACCIDENT & HEALTH 
HOSPITALIZATION 


General Agent’s contract available to man with ability to organize 
agency and produce a volume of business 
Manhattan — 


Write: PETER E. TUMBLETY 


First Vice President 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Long Island 


New York City 


JAMES F. MacGRATH, Jr. 
General Agent 


THE UNITED STATES LIFE 
INSURANCE COMPANY 
In The City of New York 





NOTHING LIKE IT! 
Our CENTENNIAL RIDER, 


providing for income replace- 
ment. Issued up to $50 per 
month per $1,000 base policy. 
Any number of years up to 30* 
from issue date. A great con- 
tract. Ask for details. Also ideal 


for Mortgage Cover. 


%depending on age at issue. 








84 WILLIAM STREET 
New York 


79 INS Ns 
Telephone: HA 2-7865 

















Made Agency Assistant 


ROBERT C, ALBRO, JR. 


Robert C. Albro, Jr., has been ap- 
pointed an agency assistant of Massa- 
chusetts Mutual Life. He will spend 
much of his time in the field on admin- 
istrative problems and the training of 
agency clerical personnel. 

A native of Nashua, N. H., Mr. Albro 
was graduated from Classical High 
School in 1930 and attended Northwest- 
ern University, He joined the Massa- 
chusetts Mutual in 1931 and for two 
years was a resident auditor in a com- 
pany-owned hotel in Minneapolis. Dur- 
ing the war he served in the Army and 
was engaged in contract termination 
work for the Signal Corps. Mr. Albro 1s 
married and has four children. 





OHIO ASSOCIATION DATES 

May 18-19, 1951, have been selected 
as the dates for the annual convention 
of Ohio Association of Life Underwrit- 
ers, which will be held next year i 
Akron. Frank A. Lane, president of the 
Akron association, has been named con- 
vention chairman. 
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HEARD on the WAY 





Toronto is to have an impressive new 
insurance center in mid-town about a 
mile and a half from the financial sec- 
tion of the city which for many years 
has been only a few blocks from Lake 
Ontario. First to be announced was the 
statement of Manufacturers Life that it 
planned an addition of 11 stories. Some 
weeks ago the Confederation Life an- 
nounced that it is planning a new home 
ofice building. It will be a couple of 
hundred yards from the Manufacturers. 
Another announcement was the Crown 
Life’s that it will build a new home 
office, and that structure will be a couple 
of hundred yards from the Manufactur- 
ers and the Confederation. 

Now comes along the largest fraternal 
in Canada—the Independent Foresters— 
which will build a new home office also 
in the immediate vicinity of the three 


life companies heretofore mentioned. 
All these structures will add to the 
architectural impressiveness of Toronto, 
for years one of the leading insurance 
centers on the North American conti- 
nent. 





Occidental Life’s Club 


Conventions Scheduled 

The 1950 production club conventions 
of Occidental Life of California will be 
attended by the largest number of quali- 
fiers in the company’s history according 
to V. H. Jenkins, senior vice president. 
Four hundred and forty-nine field men 
and women achieved membership in the 
Los Conquistadores Club during the 18- 
month qualifying period which ended 
June 30 and will attend the five conven- 
tions scheduled for this fall. Total at- 
tendance of more than 750 persons, in- 
cluding wives and home office staff, is 
expected. 

Occidental’s fall convention series will 
lead off with its Top Club meeting at 
the Grand Hotel at Mackinac Island 
September 3 to 6. One hundred and 
twenty-seven company leaders met the 
requirements of $12,000 in paid premiums 
or better and 80% persistency required 
for this meeting. 

The following week will see a_ re- 
gional meeting of an additional 98 club 
members at the Edgewater Beach Hotel, 
Chicago. From September 17 to 20, 30 


‘ Canadian members of the club will meet 


at the General Brock Hotel, Niagara 
Falls. 

The third regional will be held in the 
Ahwahnee Hotel in Yosemite National 
Park October 9 to 12 when club quali- 
fiers from Northern California, the Pa- 
cific Northwest and the Rocky Mountain 
states will convene. Ninety-eight mem- 
bers quaified for the Yosemite conven- 
tion, 

The series closes with a meeting Octo- 
ber 23 to 25 at Hotel Del Coronado in 
San Diego when 96 qualifiers from 
Southern California will meet. ' 

A feature of the Mackinac meeting 
will be the induction of eight new mem- 
bers in the Leading Producers Club, an 
organization of Occidental field men 
who produce an average of $1,000 or 
more of paid premiums a_ month 
throughout the 18-month qualification 
period and maintain the persistency of 
80%. This organization now numbers 
more than 100 Occidental agents. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


41 PARK ROW, NEW YORK 
Telephone BArclay 7-4443 








There has always been considerable 
curiosity on the part of American in- 
vestment officers of insurance companies 
as to the portfolios of the great British 


insurance companies, but few stories 
have been printed about such invest- 
ments, the figures available for observa- 
tion being those of a bulk nature ap- 
pearing in the annual financial state- 
ments. Rumors that one large insurance 
company was helping to finance the 
British moving pictures and also had 
invested considerably in housing but 
could not be corroborated by American 
reporters making inquiries. 

An exception in the general situation 
was noted this month when Sir William 
Elderton, president of Equitable Life As- 
surance Society of Great Britain, in his 
annual report told of a working arrange- 
ment his company had with the Scottish 
Amicable and the Scottish Equitable in 
which the Equitable of Britain advanced 
£1,150,000 to the Standard Property In- 
vestment Co. for the development of 
its business, this advance representing 
£1,000,000 additional invested in mort- 
gage loans. 

Sir William gave some bulk invest- 
ments of the Equitable Life Assurance 
Society. Holdings of British Govern- 
ment and guaranteed securities has been 
slightly reduced; investments in deben- 
ture, preference and ordinary stocks 
have been increased in total hv £474 50, 
and in properties by £230,000. British 
government securities represent 20.85% 
of total assets, debenture stocks 2245%;: 
nreference 9%; ordinary stocks, 98%; 
morteage loans, including advances to 
Standard Property Investment Co., 
153%; nroperties and ground rents 
7.8%, and so on. 


Uncle Francis. 


Connecticut Dinner 
To Honor Col. Allyn 


WILL BE ON SEPTEMBER 12 





Sponsored by Every Insurance Associa- 
tion of State and Domestic 
Companies as Well 





Colonel W. Ellery Allyn, Connecticut 
insurance commissioner and _ president 
of the National Association of Insur- 
ance Commissioners, will be the guest 
of honor at a _ testimonial dinner 
September 12 at the Hotel Bond in 
Hartford. 

This dinner is being sponsored by the 
Connecticut Life Underwriters Associa- 
tion, Connecticut Association of Insur- 
ance Agents, Connecticut Field Club, 
Casualty and Surety Association of 
Connecticut, the Adjusters Association 
of Connecticut, and the Hartford, 
Bridgeport and New Haven Associa- 
tions of Insurance Women, as well as 
by the various insurance companies of 
Connecticut. 

Commissioner Allyn became president 
of the National Association of Insur- 
ance Commissioners at the annual meet- 
ing in Quebec City in June. He was 
at various times chairman of the ex- 
ecutive committee, vice president, and 
chairman of many important commit- 
tees, including the life committee which 
formulated the Group life insurance 
definition and standard provisions. 

Commissioner Allyn is now serving 
his second four-year term as insurance 
Commissioner of Connecticut. He was 
appointed by Governor Raymond E. 
Ba'dwin in 1943. His home is in Water- 
ford. For some years he held several 
state and Federal offices. He was in 
the General Assembly for four terms 
and is regarded as an authority on 
state finances and taxation. 


World War Officer 


During World War I he was an 

















QUALITY 
of 
THE NORTHWESTERN MUTUAL 
in its 
FIELD FORCE 


“An observer of the Northwestern Mutual would not fail to 
be impressed with the impact of quality upon the character of 
its field force and its method of field operations. We have for 
years said that a policy of life insurance is the most flexible 
financial contract ever designed. Our predecessors were quick 
to recognize that this flexibility was to be desired in its distri- 
bution. Just as the ownership ef a policy conforms to a man’s 
financial plan, so can the method of the sale of a contract adjust 
itself to the ability and capacity of the agent. We, of course. 
believe in fundamentals and expect results, but are convinced 
that any effort to mold this great agency force into a standard 
pattern or type would rob it of its quality and reduce its capac- 
ity. This freedom to work out your careers in a manner most 
satisfying and challenging to the individual accounts in no 
small measure, we believe, for Northwestern Mutual leadership 
in quality awards, Million Dollar Round Table, CLU and 
professional honors. We believe deeply that our best future 
lies in the furtherance of this brand of individualism.” 








From an address July 24th by Edmund Fitzgerald, 
President, to the Association of Agents of The 
Northwestern Mutual Life Insurance Company. 


WILLIS F. McCMARTIN, General Agent 
AND ASSOCIATES 
THE NORTHWESTERN MUTUAL LIFE INSURANCE CO. 


285 MADISON AVE., NEW YORK 17 
ORegon 9-5110 











COL. W. ELLERY ALLYN 


Army captain in ordnance field service 
and was cited for “especially meritori- 
ous service.” Later, he was assistant 
adjutant general of Connecticut with 
the rank of colonel. He has been a 
member of the New London Bridge 
Commission since that commission was 
organized for the purpose of construct- 
ing and operating the bridge between 
New London and Groton. 

William H. Wiley, executive secre- 
tary of the Connecticut Association of 
Insurance Agents, is chairman of the 
committee on arrangements for the 
dinner. Mr. Wiley said that since the 
seating capacity of the Hotel Bond ball- 
room is limited, it will be necessary to 
allocate tickets for the dinner in the 
order that requests for tickets are re- 
ceived. He said that reservations may 
be made for tables of 10 as well as for 
individual places and that all friends 
of Commissioner Allyn will be welcome 
to this dinner so long as space is avail- 
able. 





Prudential Appointments 

The Prudential announced the ap- 
pointments of Richard O. Mason as 
Portland agency manager and E. Rich- 
ard Turpin as Phoenix agency manager, 
both assignments becoming effective 
September 15, 

Mr. Mason, born in Strother, Mo., 
studied at Westminster College before 
joining Prudential in the Phoenix 
branch in 1943. He was promoted to 
assistant manager in 1944 and managed 
that office for the past three years. 

A native of Newport News, Va., Mr. 
Turpin attended William and Mary Col- 
lege. He joined The Prudential in Okla- 
homa City in 1942, managed that branch 
in 1944 and transferred to the Newark 
home office in 1946, In 1949 he was 
named manager of the Long Beach 
agency and he holds that post at 
present. 





Names Weiss in Syracuse 


Milton I. Weiss has been named gen- 
eral agent in Syracuse for the Colum- 
bian National Life of Boston. Mr. Weiss 
is originally from Binghamton, where 
he started with Metropolitan Life fol- 
lowing college in 1932. From 1941-46 
he represented the National Life of 
Vermont in Syracuse and since that 
time he has been with Berkshire there. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 
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Insured Pension Plans 
Cover Nearly 3 Million 


OVER 11,000 PLANS IN FORCE 





Number of Plans Has Increased Seven- 
fold During the Past 
Ten Years 





More than 11,000 insured pension 
plans, covering some 2,800,000 workers, 
were in force with the life insurance 
companies of the country by the middle 
of this year, the Institute of Life In- 
surance reports. 

Annual retirement income to be pro- 
vided under these plans is expected to 
be well in excess of $1,000,000,000 and 
to back this up $4,500,000,000 already 
has been put into life company re- 
serves, invested in productive enterprise 
throughout the nation. 

The number of plans has increased 
seven-fold in the past ten years from 
1,500 in 1940 and the number of work- 
ers covered has quadrupled from 700,000 
during the first six months of this year, 
new pension plans were being set up at 
the rate of 60 per month, with over 
200,000 persons being brought under 
pension protection in the half year. 


Stimulation of Public Interest 


“There has been a stimulation of pub- 
lic interest in the subject of pension 
planning during the past year and yet 
the development of insured pension 
plans has been persistent over the past 
decade,” the Institute commented. “Dur- 
ing the war years, 1941-45, insured pen- 
sions doubled in number of persons 
covered. In the years since the end of 
the war, they have almost doubled again. 
These insured pension plans will have 
a long-term stabilizing effect on the 


economy, both from the large sums to 
be paid annuitants and the investment 
uses of reserve funds.” 

The greater number of plans was on 
the individual policy pension trust basis 
at mid-year, more than 7,250 such trusts 
being in force. They averaged only 
about 65 persons per plan, making the 
total covered 450,000. This reflected the 
popularity of the individual policy plan 
among small employers. In 1940 there 
had been only 420 such plans in force, 
then covering some 15,000 persons. 

The largest number of workers was 
covered by group annuities, nearly 
2,300 such contracts setting up pension 
programs for 2,000,000 workers on June 
30. The average group covered by the 
group plans was 900. In 1940, group 
annuity contracts numbered 770 and 
they covered 575,000 workers. 


Deposit Administration Plan 


Another type of group annuity plan, 
the deposit administration plan, which 
sets up reserve funds for the group as 
a whole but does not establish specific 
worker annuities until retirement time, 
has had special development recently. 
These plans are usually used for some- 
what larger groups and averaged just 
over 2,000 persons per group. At mid- 
year, 70 such plans were in force, cov- 
ering 150,000 workers. This represented 
a rise in the first half of the year of 
70% in number of such plans. 

In addition to these three major types 


ZONE FOUR MEETING PLANS 
First Session of NAIC Group Sched- 
uled to Start September 26 
in Indianapolis 

The meeting of Zone Four of the 
National Association of Insurance Com- 
missioners scheduled to start September 
26 in the Indianapolis Athletic Club, In- 
dianapolis, with Commissioner Frank 
Viehmann of that state as chairman, 
probably will occupy the best part of 
five days. It is expected to draw to that 
city a considerable number of represen- 
tatives of the industry who, because of 
housing limitations, will be quartered in 
the Columbian Club. The athletic club 
will be headquarters and the visiting 
commissioners and their staff men will 
have accommodations there. 

Tuesday and Wednesday, September 
26-27, there will be morning and after- 
noon meetings of the Zone Four rate 
men’s organization and the chief exam- 
iners section. No specific agenda has 
been announced, but there will be open 
discussions on important topics, and 
among these will be accident and health 
with many attending from that industry. 

The commissioners also will hold ses- 
sions the first two days Thursday, 
a motor caravan is scheduled to and 
around the Indianapolis speedway and 
on to a large farm outside the city 
where dinner will be served. Friday, 
the chief examiners and rate men’s or- 
ganizations will render their reports to 
the commissioners’ group. L. Burger of 
the Minnesota Insurance Department 
for a number of years has been chair- 
man of the chief examiners. 

There is expected to be some discus- 
sion of war clauses in life policies, a 
subject very much alive at this time 
following the recent hearing of an NAIC 
subcommittee here. At the previous 
Zone Four session in Chicago it was 
made clear life insurance matters would 
be taken up. 4 

Hugh Tollack, assistant secretary in 
executive charge of the new Chicago 
head office of NAIC, will be present at 
Indianapolis and it is understood will 
take up several matters in executive ses- 
sion with the Zone Four commissioners. 
It is expected also that Commissioner 
Allyn of Connecticut, NAIC president, 
will attend as an observer. 





of pension plans written by the life in- 
surance companies, 1,400 insured pen- 
sion plans of other types were in force, 
providing pensions for 200,000 persons. 

While the amount of retirement in- 
come to be provided by the insured 
pension plans in force at the start of 
this year was known to be in excess 
of $1,100,000,000 per year, the eventual 
income under these plans will be much 
larger. The exact amount cannot be 
determined, as group annuities are re- 
ported on the basis of income provided 
by premiums to date, the other pension 
plans reporting total income at normal 
retirement age. The group annuities 
alone have set up annual income of 
$500,000,000 to date and under most of 
these plans each year’s additional pre- 
mium represents a fully paid up pension 
unit. The income to be provided at 
normal retirement date under the other 
plans amounts to $675,000,000. 

The countrywide interest in pension 
planning, greatly stimulated in the past 
year, has resulted in many of the life 
insurance companies setting up special 
pension departments and extending to 
field representatives direct help by ex- 
perts from the home office in establish- 
ing and servicing the plans. 


Life Insurers Conference 


Committee Named by Mears 

E, H. Mears, president of the Life 
Insurers Conference and president of 
Union Life of Richmond, Va., an- 
nounced the personnel of the Confer- 
ence standing committees which were 
appointed for the administrative year 
1920-51. Chairmen of the committees are 
as follows: 

Advisory committee: Bascom Baynes, 
president, Home Security Life, Durham, 
N. C.; Attendance: Neal O. Dubson, 
Quaker City Life, Philadelphia, Pa.; 
Auditing: Wyatt Smith, Home Bene- 
ficial Life, Richmond, Va.; Business 
Standards: E, W. Craig, president, Na- 
tional Life & Accident, Nashville; 
Credentials: E. M. Keough, president, 
Pennsylvania Mutual Life, Philadelphia; 
Laws & Legislation; Ashley C. Tobias, 
president, Palmetto State Life, Colum- 
bia, S. C.; Membership: Richard B. 
Evans, president, Colonial Life, East 
Orange, N. J.; Public Relations: Powell 
Stamper, sales promotion manager, Na- 
tional Life & Accident; Resolutions: 
Ralph M. Anderson, vice president and 
actuary, Peninsular Life, Jacksonville, 
Fla.; Statistics: W. B. Clement, vice 
president, Pilot Life, Greensboro, N. C.; 
Accident & Health: W. P. Tate, presi- 
dent, Independence Life & Accident, 
Louisville, Ky. 





Life Purchases in July 
Up 39% Over Last Year 


Life insurance purchases in 
United States in July showed an in- 
crease of $647,000,000 over purchases in 
the corresponding month of last year, 
it was reported by the Life Insurance 
Agency Management Association. Total 
purchases in July were $2,304,000,000 a 
rise of 39% over the $1,657,000,000 in 
July of last year. 

Purchases of Ordinary life insurance 
in July were $1,404,000,000, up 24% 
over July a year ago. Industrial life 
insurance purchased in July amounted 
to $392,000,000, an increase of 10% over 
the corresponding month last year. 
Group life insurance purchases were 
$508,000,000 in July, an increase of 199% 
over July a year ago. These purchases 
represent new groups set up and do 
not include additions of insured per- 
sonnel under Group insurance contracts 
already in force. 

In the first seven months of the year 
total life insurance purchases were $15,- 
521,000,000, an increase of $2,505,000,000, 
or 19% over the first seven months of 
1949. Purchases of Ordinary life insur- 
ance accounted for $9,480,000,000 of the 
months’ aggregate, an increase of 11% 
over last year, Industrial life insurance 
purchases represented $3,072,000,000 of 
the current year’s total, an increase of 

1% as compared with last year, 
while Group life insurance purchases 
amounted to $2,969,000,000, an increase 
of 76% as compared with the first seven 
months of last year, 





ASSISTANT MORTGAGE OFFICER 

Appointment of Lester Giegerich as 
assistant mortgage office of Teachers 
Insurance and Annuity Association has 
been announced by R. McAllister 
Lloyd, president. Prior to joining 
TIAA, Mr. Giegerich had been assistant 
manager of the mortgage loan depart- 
ment of the Travelers in Kansas City 
since 1947, 
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Opportunity Knocks 


Twice on Your Door! 


Our HOUSE OF SECURITY 
CALCULATOR, the newest de- 
velopment in the Life Insurance 
Industry, is the scientific ap- 
proach to increased sales and 
larger policies. 


Our newly-created Ordinary 
Agency Department offers ag- 
gressive men the opportunity to 
establish their own General 
Agencies immediately. 


Ordinary General Agencies 
are available in New York, New 
Jersey, Pennsylvania, and Con- 
necticut. We cordially invite 
your inquiries. Write: William 
H. Fissell, CLU, Superintendent 
of Ordinary Agencies. 
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Lire Insurance Company 
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Aetna Organization to Hold 


Three Four-day Conferences 


Three conferences will be held in 
1951 for the Corps of Regionnaires, an 
organization of leading representatives 
of Aetna Life, according to an an- 
nouncement by Robert B. Coolidge, vice 
president. 

The first of the four-day meetings, 
covering the western part of the coun- 
try, will open June 17 at the Santa 
Barbara Biltmore at Santa Barbara, 


Calif. Two conferences will be held at 
the Lake George Sagamore at Bolton 
Landing, N. Y., for Regionnaires in the 
east, south and mid-west. The first 
meeting will start June 24 while the 
second will open June 28. 





MADE ASSISTANT MANAGER 

Jerome J. Muller has been appointed 
assistant manager in the Jack White 
agency, Los Angeles, of The Prudential. 
A native of Los Angeles, Mr. Muller, 
joined Prudential as a special agent in 
Glendale in 1932, transferred to the dis- 
trict agencies department in Los An- 
geles in 1934, and was promoted to 
assistant district manager in the Bev- 
erly Hills district in 1938. He returned 
to the Jack While agency in 1943 and 
became a broker in 1946, 
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Massachusetts Mutual Leaders Club at White Sulphur Springs 





McPherson Tells of Package Sales Plans 


New Massachusetts Mutual _ sales 
plans were discussed at length at the 
Leaders Club meeting at The Green- 
brier by C. Lowell McPherson, director 
of training, who with the aid of slides, 
described the use of the package sales 
plans for selling specific needs. 

“The so-called package sale is basic 
to all life insurance selling,’ said Mr. 
McPherson. “Program selling is not 
something distinct and separate from 
package selling but rather an extension 
and enlargement of package selling. 
Programming is the process of correlat- 
ing and unifying all of the specific needs 
that must be insured in order to assure 
future financial solvency for self and 
family. You cannot sell the whole pro- 
gram effectively unless you can sell 
effectively the individual units that go 
to make up the whole. Before he has 
acquired the technical information and 
skill required for full fledged program 
selling, the newly recruited underwriter 
can learn to sell, in package form, one 
or more of the specific needs for life 
insurance. And, after he has acquired 
skill in programming, the experienced 
underwriter finds that the package sell- 
ing of specific needs is still a substantial 
and profitable part of his productive 
activities, Many a person who is not a 
prospect for a programming job is a 
prospect for retirement income or 
mortgage liquidation insurance or some 
of the other specific needs. I doubt if 
there is a representative in this room 
who did not use package selling to 
some extent in achieving the production 
which placed him among the company’s 
leaders.” 


Sales Talk With Each Plan 


Mr. McPherson gave a sample sales 
talk to be used with one of the plans. 
“This sales talk which I have just 
given you illustrates the basic pattern 
of all the sales talks in the 13 package 
sales plans,” said Mr. McPherson. “The 
same standard approach, which is a 
modification of the “Chassis Plan” ap- 
proach of the Life Insurance Agency 
Management Association, is used in all 
of the plans but the transitional ques- 
tions are varied to suit the individual 
sales plan. So far as is practical, the 
same standard closes are used for all 
of the plans with special adaptations 
where called for, 


“Many of our representatives, espe- 


cially the less experienced, will find it 


profitable to memorize one or more of 
these sales talks verbatim—and that 
means word for word—and, through re- 
peated drill and rehearsal, perfect them- 
selves in their effective use. 

“Two additional sales plans are in 
process of preparation but were delayed 
in order to include the changes in the 
Amendment to the Social Security Act 
which are pending (or which have just 
been made law). There will be forth- 
coming a Basic Programming sales plan 
with a “Blueprint Junior,” to make it 
Possible to postpone any: detailed con- 
sideration of settlement options and 
beneficiary provisions until the sale of 
new insurance has been made. There 
will also be a Social Security sales plan, 





Keep It Simple 

Miles W. McNally of Minneapolis 
said he learned the first lesson about 
keeping the proposition simple when he 
worked up a $100,000 partnership case. 
It took four days to prepare a complete 
Proposal, was about nine pages long 
with a nice leather cover. But he never 
Wrote the case. His father’s advice was: 
“You are dealing with busy men. Keep 
it down to two pages, Then cut it to a 
Page, then a half-page. When you get 


that down to one paragraph they might 
Tead it.” 





tying in with the recent (or pending) 
changes in the Act, which should prove 
an extremely strategic approach to a 
tremendously wide field of prospects. 
“These two simplified programming 
sales plans, together with the Design 
for Security service and the 13 package 


sales plans which have just been intro- 
duced to you, will provide you with a 
complete, practical, and interrelated 
series of sales tools. 


“Much time, thought, and money have 
been spent in creating these new sales 
plans. If they are persistently and ef- 
fectively used, the investment will prove 
to be profitable—to the company, to our 
field representatives, and to our policy- 
holders.” 


The President 





LELAND J. KALMBACH 


Uses Securities Schedule 


J. Berkley Ingram of the Greensboro 
agency in discussing package selling 
said that it opens up one of the greatest 
fields for initiative in putting your own 
twists: in the sales talks, “We can take 
these canned sales talks and fancy them 
up for whatever particular purpose we 
have in mind,” he said. Some of the 
men in the Greensboro agency use the 
schedule of. securities sent out by the 
company to interest prospects in partici- 
pating in their ownership. 


A. M. Palmer on Prospecting 


It is impossible to succeed in the life 


insurance business without a good sup- 
ply of prospects and a good method 
of constantly replacing that supply, said 
Albert M. Palmer of Miami, as chair- 
man of the panel on Prospecting for 
Today’s Market. Before introducing the 
speakers Mr. Palmer said that: “Most 
beginners fail, most old-timers fall into 
slumps, because of their failure to give 
prospecting the thought and attention 
which its importance deserves.” 


F. A. Conerton Tells How to 
Sell the Group Interview 


In selling the Group interview, Frank 
A. Conerton, superintendent of Group 
sales, told the Massachusetts Mutual 
Life conference at The Greenbrier to 
confine the approach to basic principles 
and general ideas, not specific plans, 
schedules or figures, which should be 
left for the Group man, 

“Your conversation today should con- 
tain not less than the following five 
points: 

(1) The social trend the world over 
is toward planned 
own government 
leaders are for it. 

We may not like it—but we cannot 
live apart from the economic world we 
find about us. 

(2) Voluntary Security is available— 
and has proved its worth by its phe- 
nomenal growth in the United States 
during the past 40 years, and the best 
wav we know to keep our Voluntary 
Security system is to practice it. 

(3) W hat is he, the employer, doing 
for his employes—that most important 
of all groups to him. 

(4) Do not leave the interview with- 
out mental, or even written notes con- 
cerning his present employe benefit 
plans, both insurance and pensions. 

(5) Finally, if you sense any sales 
opportunity whatsoever, attempt to set 
an interview date and time for the 
Group man. 


and our 
and organized labor 


security, 


Approach on First Call 


“Your general approach on the first 
call might run something like this— 

“‘Mr. Employer, I know you have 
seen to it that you and your family 
have as secure a future as your personal 
life insurance program can make it, 
but I would like to ask you one more 
question—what steps has your firm 
taken to help your employes to find 
some measure of that same security?’ 

“He may reply with a question, such 
as ‘What kind of security, pensions?’ 
to which you could reply, ‘Yes—and all 
the other proved benefits available to- 
day. For instance, what do you do for 
your employes and their families when 
illness, accident, hospitalization or death 
overtakes them?’ 

“In short, find out what plans, formal 
or informal, hé now has. You know 
enough to spot the missing coverages— 
so ask about them. For example, he 
may omit hospitalization. That is your 
cue to ask—do they have it?—is it in- 
sured ?is it Blue Cross? 

“Let’s assume in the end he tries 
the usual excuse, and answers—‘Yes, we 
know we'll have to act—someday, and 
when we do we'li get in touch with 
you!’ or ‘We won’t budge until it be- 
comes a bargaining demand.’ or “They 
all joined the union, so we let the union 
look after them!’ 

“Your reply could be along these 
lines: ‘Yes, I see what you mean, and 
I don’t blame you for feeling the way 
you do. It is difficult at times to see 
the way ahead, we have so many press- 
ing problems. We all read a lot in the 
papers today about social insurance. 
There is undoubtedly a tremendous pub- 


lic ‘and political interest in it. It is at 
the heart of all management—labor 
bargaining. Many strikes have been 


called over such demands, and the end 
result is nearly always the establish- 
ment of some kind of employe welfare 
or pension program. 

“‘Our experience of the past few 
years has proved that management 
fares far better at the bargaining tabie 
when armed with accurate facts and 
figures. The time for you to study the 
problem is now—when you are not 
under pressure of bargaining, or of 
meeting a labor contract deadline.’” 
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Sub-Standard Cases Rated 
On Scientific Basis 


Michael M. Marchese, underwriting 
secretary, told the Leaders Club that 
in the sub-standard field the ratio of 
non-deliveries is about three times that 
of the standard, He thought some of 
this loss to the agent was due to his 
not being sold on the need for the 
additional cost. 

“Almost every impaired life falls into 
a group which has been scientifically 
investigated, and therefore, the extra 
premium that is charged is accurately 
made and you therefore can go to your 
prospect with the confidence that the 
rating hasn’t been picked out of the 
air, it isn’t arbitrary,” he said. “It’s 
what the figures show. For example, 
supposing you rate a case H35 Table B, 


the blood pressure. Well, that simply 
means that at that age there is expected 
five or six deaths beyond the normal. 
Now simple arithmetic will show you 
that you got to collect $1 for each extra 
death per thousand. And if you don’t, 
you’re not going to come out on the 
right side of the ledger, Here’s another 
thing to remember which I think is 
very important. That at Table B at 
H35, the extra premium is roughly five 
or six dollars. Now Table B at H55, 
may run 15 or 16 dollars. And naturally 
the problem of convincing your pros- 
pect he’s got to pay that extra money 
is difficult, but the thing to remember 
there is simply this; that at H55 the 
incidents of extra deaths may run 15 
or 16 more beyond the normal. And 
therefore the company has to collect 
an extra dollar for each extra death 
to come out on the right side of the 
ledger. The thing to do is to condition 
your mind to the fact, this is the thing 
I really want to stress, that the extra 
premium is no more than the fair cost 
of the life insurance. And I’m firmly 
convinced that if you will condition 
your mind in that manner, that you'll 
have more complete confidence when 
you approach your client.” 


Handy for Lawyer-Aide 


John F, Handy, general counsel, told 
the Leaders Club that the best contribu- 
tion the law department could make to 
the field would be to train a man who 
is sales-minded and has got the legal 
equipment and send him out to the 
agencies, 








Pension Trust Sales Ideas 


Explained by E. J. Stephens 


Some sales ideas for pension trusts 
were given to the Massachusetts Mutual 
meeting by E. James Stephens, agency 
assistant. He told how the tax court 
had upset the ruling of ‘the Internal 
Revenue Commissioner on amount of 
employer contributions for the benefit 
of stockholding employes that could be 
deducted for tax purposes. This ruling 
was commonly known as the 30-10 rule. 

“On November 10, 1949, the tax court 
decided case No. 94, known as the 
Volckening case,” said Mr. Stephens. 
“Briefly, this involved a small com- 
pany pension plan which provided 30% 
pensions with a maximum of $200 
monthly. Eight employes were covered 
and two of them, the president and his 
wife, owned all of the stock. The 
share of company contributions required 
to pay the premiums for the two stock- 
holder’s pensions amounted to a little 
more than 58% of the total in one 
year and slightly over 53% of the total 
in another year. The pension provided 
for the president was not a full 30% 
of his salary because of the operation 
of the $200 monthly maximum. 

“The court held that the plan satis- 
fied the requirements of Section 165(a) 
and that it did not discriminate in 
favor of the stockholder employes. The 
deductions in question were allowed and 
the Commissioner’s 30-10 rule was upset. 
In May of 1950, the Commissioner final- 
ly acquiesced in this decision. 

“This means that the 30-10 rule will 
no longer be applied and it opens the 
way for pension plans for small, close 
corporations where the stockholders are 
also employes. It also opens the way 
for adjustment of the pension benefits 
now provided for stockholder employes 
under existing plans. 

“The sales idea here is simply to point 
out a new market—check your list of 
small corporations where pensions are 
now a possibility and review existing 
cases where pensions for stockholders 
have been limited in the past. 

“One of the ideas that we have al- 
ways tried to develop to encourage the 
adoption of a pension plan is the unrec- 
ognized cost that is imposed upon a 
business by aging employes. A short 
time ago the National Income Division 
of the Office of Business Economics 
made a survey of the earnings of all 
lawyers broken down by age groups and 
separated into two broad classifications 
—1l. lawyers engaged in private practice 
and 2. lawyers employed on a salaried 
basis by corporations. 

“This survey indicated that lawyers 
in private practice reached peak earn- 
ings of $7,000 annually between the 
ages of 50 and 54. Earnings decreased 
to 91% between ages 55 and 59, to 77% 
between ages 60 and 64 and to 48% at 
ages 65 and over. Salaried lawyers 
reached peak earnings of $8,000 annu- 
ally between the ages of 60 and 64. 
At ages 65 and over, however, these 
oe dropped only to 82%4.% of the 
peak. 

“On the theory that the earnings of 
private lawyers are closely related to 
their effort and ability and that salaried 
lawyers are no more productive than 
their independent associates, it is easy 
to measure the actual dollar loss for 
any lawyer retained on salary beyond 
age 65. On the further theory that law- 
yers may be considered representative 
of management personnel extending 
down through the grade of employes 
who perform work requiring judgment 
and assumption of responsibility, the 
cost of maintaining practically any per- 
manent employe beyond age 65 can be 
stated. 

“The sales idea derived from this sur- 
vey is: ‘Probably 40% of your payroll 
for salaried employes 65 and over is a 


Levinson Gives Mortgage 


Retirement Proposals 


Restrictions in FHA mortgage lend- 
ing as they may effect mortgage retire- 
ment provisions in insurance were dis- 
cussed by Louis Levinson, associate 
actuary, As alternatives to permanent 
coverage for the full amount of the 
mortgage with the large initial outlay, 
Mr. Levinson suggested “a combination 
of mortgage retirement coverage for 
20 years with enough permanent insur- 
ance so that at the end of the 20 year 
period the amount of the permanent 
insurance would be no less than the 
then balance of the mortgage.” 

In the case of a mortgage being re- 
paid over a period of 30 years, by uni- 
form instalment of principal and inter- 
est, approximately 50% of the original 
mortgage will be outstanding at the 
end of 20 years. To cover a mortgage 
originally in the amount of $10,000 
therefore, would indicate $5,000 of 
permanent coverage and $5,000 initial 
amount of mortgage retirement insur- 
ance. In the event of the death of the 
mortgagor during the first 20 years, 
the total death benefit would be suf- 
ficient to retire the’ mortgage and leave 
a moderate balance through the whole 
term, the precise amount of the balance 
depending on the rate of interest. 

“The cost of guaranteeing the retire- 
ment of a mortgage by this method is 
surprisingly moderate,” said Mr. Levin- 
son, “especially where the flexibility af- 
forded by the relatively large proportion 
of permanent business insurance is 
taken into account.” 

The other alternative is similar, Mr. 
Levinson said, but with a portion of 
the level coverage on the renewable 
term basis, the substitution of renew- 
able term coverage for, say, Ordinary 
life had the effect of reducing the pre- 
mium outlay for several years. How- 
ever, there are no cash values being 
accumulated as there are on the perma- 
nent plan. 





Nunnelley on Estate Work 


H. Martin Nunnelley of Nashville dis- 
cussed estate planning giving examples 
of thorough analysis which he urged 
as necessary. “We find that 90% of 
the people we contact have a very defi- 
nite need for additional life insurance in 
large amounts,” he said. 

“Do not confuse estate analysis with 
tax analysis,” said Mr. Nunnelley. “Most 
insurance men we come in contact 
with program a prospect’s insurance and 
estimate the amount of Federal and 
state taxes based upon the approximate 
assets or net worth at the time. We 
operated on this basis for a number 
of years. We found that it would be 
very inaccurate and even a poor guess. 
We have found that it is impossible to 
do an accurate job where there is any 
general property without doing a com- 
plete estate analysis job.” 





T. L. O’Brien as Chairman 


Introduced by William R. Robertson, 
Boston general agent, who was chair- 
man of the Wednesday session, T. 
Loehl O’Brien of Washington served 
as chairman of the panel “It Sells for 
Me.” Mr. O’Brien writes well over a 
million each year, he is a CLU and is 
graduate of Wharton School of Busi- 
ness, University of Pennsylvania, 





direct waste of money. Add to this the 
high indirect costs of retaining such peo- 
ple and you soon exceed the cost of a 
formal retirement plan.’” 


additions, 


WHO’S WHO ON 
OPPOSITE PAGE 


First row—Lovell H. Cook, Mrs. George 
Howard, Dick Trent, Mrs. Dick Trent, 
Jerry A. Pearson, Jr., Mrs. Jerry A. 
Pearson, Jr.. Mrs. Francis W. Ryan, 
Mrs. Bishop McDonald, Nathan Karni. 
bad, Mrs. Calmon Mendel, 
Mendel. 


Calmon 


Second row—Mrs. Jewel Tyson, Jewel 
W. Tyson, Mrs. Angus Rosborough, 
Mrs. Stanley Elkan, Stanley Elkan and 
daughter, Kay, Mrs. Leigh Jones, Mrs, 
Mac F. Begole, Joe Montgomery, James 
F. Truman, Mrs. Howard Kelley, How- 
ard Kelley, John D. Campbell, Mrs. John 
D. Campbell, James E. Nicola. 


Third row—Seneca Gamble, Mrs. Seneca 
Gamble, Group snapped at banquet table, 
Mrs. Carroll Eisenhart, Carroll Eisen. 
hart. . 


Fourth row—Alton Derick, Tracy Davis, 
John Russon, William Gould, Mrs. Earl 
Jordan, Earl Jordan, Mrs. William 
Nelson, William Nelson, Kenneth P. 
Stein, Mrs. Kenneth P. Stein, Mrs. 
Harry Pincus, Jr., Harry Pincus, Jr, 
John W. Stephens, Mrs. John W. Ste- 
phens, Calmon P. Mendel, Nathan K. 
Karnibad. 


Fifth row—Joe Lackey, Mac Begole, 
James Reedy, Mrs. Francis W. Ryan, 
Francis W. Ryan, Frank Howland, Lee 
Bonnell, Mrs. Lee Bonnell, John W. 
Yates, William H. Gould, Alton C. Der- 
ick, Leonard R. Woods, Mrs. Leonard 
R. Woods, Mrs. Stanley Barre, Stanley 
Barre, James Truman, Mrs. Frank 
Lodge, Frank Lodge, Mrs. Howard 
Kelley, Howard Kelley, William Shean, 
Knowles B. Hollowell. 


Sixth row—Mrs. Mac F. Begole, Mac F. 
Begole, Mr. and Mrs. E. Leo Smith and 
children, Mrs. Leonard Woods, Leonard 
Woods, Carroll McQueen, Edward 
Tussey, Mrs. Edward Tussey, Mrs. Sen- 
eca Gamble, Mrs. Robert J. Ardison, 
Robert J. Ardison. 








Mass. Mutual’s Ordinary 
$144,000,000 First Half ’50 


The Massachusetts Mutual wrote 
in first six months of 1950 a total 
of $144,000,000 Ordinary new busi- 
ness. In The Eastern Underwriter’s 
report of this record printed in its 
issue of August 11 the figure was 
erroneously given as $114,000,000. 











Nussbaum Gives Approach 


Discussing business life insurance, A. 
Jack Nussbaum of Milwaukee presente 
an approach to a stockholder in a small 
corporation offering a stock purchase 
plan funded by $25,000 of life insur 
ance using a 20-payment life contrac! 
with dividends being used for paid-uP 
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The Two Davises 





Harry I. 
Atlanta 


Harry R. 
Time Magazine 








J. L. Marchese Tells of 


Small Business Practice 

A present practice of Massachusetts 
Mutual in connection with insurance for 
small business was called to the atten- 
tion of the meeting by James L. 
Marchese, assistant secretary. 

“We recently had presented to us 
the case of a corporation,” he said, 
“whose stock was closely held by mem- 
bers of one family, where it was desired 
that the corporation would own the 
policy, pay the premiums, and at the 
death of the insured, the corporation 
was to retire the stock in accordance 
with the buy and sell agreement. There 
was to be no trustee and instead of 
the corporation receiving the proceeds 
and making payments to the estate of 
the deceased, it was intended that at 
the time of plan the corporation was 


to be in a position either to take the 
cash or to permit the proceeds to be 
paid directly to the insured’s family 
under the settlement option. The plan 
was approved by the attorney for the 
corporation. 

“Now we recognize that one of the 
basic purposes of a survivor purchase 
agreement is to protect the estate and 
family of the deceased by providing a 
ready market for his business interests 
at an acceptable price, and a _ logical 
sequence in some instances would be 
the wish to replace the business inter- 
ests with the guaranteed income. After 
a careful review of the case and in 
order to permit our representatives to 
share in business of this type, I am 
pleased to state that the company de- 
cided to extend its practice and permit 
such an arrangement. Therefore, in any 
stock retirement plan if it is desired 
to have a policy issued with control in 
the corporation and the proceeds pay- 
able to personal beneficiaries of the in- 
sured, we would be willing to issue 
provided the proceeds are payable under 
an option and the corporation is given 
the unlimited right of withdrawal within 
one year after the death of the in- 
sured. This arrangement then makes ef- 
fective the stock holder’s purpose to 
replace his business interests with a 
guaranteed income. The mechanics are 
quite simple. We will write the policy 
payable under the options to the family 
and the whole arrangement is made sub- 
ject to withdrawal to the family and 
the whole arrangement is made subject 
to withdrawal within one year by the 
corporation. This right of withdrawal 
obviously is to enable the corporation, 
or the trustee, if one is used, to obtain 
the funds if any hitch develops in the 
transfer of the business interests. Our 
agreement will provide further for the 
relinquishment of this privilege of with- 
drawal so that, if everything goes ac- 
cording to Hoyle, the right of with- 
drawal can be immediately relinquished 
and the proceeds used to pay an income 
to the beneficiary of the insured. We 
are willing to agree to this plan only 
if the corporation is proceeding upon 
the advice of its own counsel, We would 
also need a corporate resolution author- 
izing the purchase of the insurance 
and the designation of personal bene- 
ficiaries. I may add that this extension 
would also apply to a partnership.” 


Carruthers Panel Chairman 

As chairman of the Organized 
Activity panel, Ewing Carruthers, of 
Memphis introduced the speakers and 
said in preliminary remarks that in his 
opinion, anyone with a_ reasonable 
amount of ability and work could run 
into $150,000 the first year, $250,000 
the second year and $300,000 the third 
year. With a little extra work such a 
man could produce $500,000, 





C. E. Pejeau on Methods to 
Develop Multiple Business 


Opportunities in multiple business 
were discussed before the Massachusetts 
Mutual Leaders Club by Clarence E. 
Pejeau of Cleveland. He said it was 
not only necessary to have a knowledge 
of contracts, and how to calculate rates 
but also a knowledge of the problems 
facing the business man, to be able to 
talk his language and to know his tax 
problems. 

Contracts are important, Mr. Pejeau 
said, many of which can be made 
through identification with organizations 
and clubs of one’s community. Lawyers, 
bankers and accountants are in touch 
with other business men and are sources 
of contacts. Another way in which mul- 
tiple business may be developed is in 
connection with estate analysis of a 
business executive’s estate when infor- 
mation about his business would be re- 
vealed and lead to the subject of Group 
and_ business insurance. 

“One other major advantage this mar- 
ket offers is financial security,” said Mr. 
Pejeau. “Corporations are perpetual ; 
they do not terminate automatically with 
the death of a top executive; whereas 
individuals have a definite termination 
date. Every underwriter should strive 
to establish himself with several corpo- 
rations over.a period of years and be 
known as the insurance underwriter in 
that firm. It will guarantee us future 
prospects for supplementary business, a 
basic underlying income and a sense of 
security that will greatly contribute to 
our happiness and success.” 


Mixed Emotions Picturized At One General Session 


WHO’S WHO ON 
OPPOSITE PAGE 


First row—Donald C. Keane, Chester O. 
Fischer, Mrs. Chester O. Fischer, Mrs. 
James E. McGinty, James E. McGinty, 
Mrs. Harrison B. Clapp, Harrison B. 
Clapp, Charles H. Schaaff. 


Second row—Tracy W. Evans, James L, 
Robert Leu, Unidentified, 
Mrs. Clarence L. Hagstrom, Unidenti- 
fied, Jack L. Baras, John Humphries, 
Richard Little. 


Marchese, 


Third row—Russell W. Dozier, Roland 
J. Burson, David Adler, Jewel W. Tyson, 
James M. Blake, John W. Yates, Chester 
O. Fischer, Joseph Montgomery, Wal- 
ter M. Peirce. 


Fourth row—William Q. Murphy, Frank 
W. Drake, Carroll McQueen, Jacob 
Karp, Gerald L. Griffin, Fred A. Ditmars, 
Neil Oliver, William W. Van Horn, 
Theodore Green. 


Fifth row— George H. Schumacher, 
Harry I. Davis, Charles W. Hall, Ches- 
ter O. Fischer, Leland J. Kalmbach, 
K. E. Williamson, Clarence W. Reuling, 
E. Leigh Jones. 
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The Big Four Workmen Kept the Leaders Club Convention in Motion 


W. McCALLUM HOGG 
Editor 


John Russon Tells How He 
Sells Prospects on Day Off 


In his address to the members of the 
Mutual Leaders Club, 
Russon, Los Angeles, told 


Massachusetts 
John M. 
why he found it best to prospect on 
Saturdays. He said, “Having found my- 
self in a state of emergency with an 
acute evening time I 
naturally looked for a substitute, This 
led me to the simple question—when 
accessible? The 


shortage of 


are prospects most 
answer seemed obvious, namely, when 
they are off work. Besides evenings, 
most everyone has a day off. That was 
It! I had found my _ substitute—the 
prospects day off. 

“For the vast majority Saturday is 
that day,” Mr. Russon continued. “How- 
ever, it might be any other; so I must 
determine the day and capitalize my 
time, This led me to another problem. 
If I work Saturdays, when will I get 
the things been doing 
on Saturday, i.e, planning next week’s 
work, fixing odds and ends around the 
house, having fun with the children and 
convincing my wife that I do spend 
some time at home? I couldn’t use Sun- 
days—my church had seen to that. Re- 
turning to my original premise that I 
must capitalize the time when prospects 


done I have 


were most accessible I realized that I 
should take my time off when they 
were least accessible—the day fewer of 
them seem to take off. In my experience 
this day is Friday. 

“How well has my plan worked?” 
asked Mr, Russon. “Let me give you a 
few examples: 

“Much of my work has centered in 
the dental profession. I have found 
dentists necessarily are very time con- 
scious. One of them in particular was 
busy days and evenings during the week. 
I learned that Saturday was his day 
off. In my approach he indicated he 
would be willing to talk to me but 
didn’t know when it might be. I sug- 
gested a Saturday afternoon, He agreed 
and in the quiet of his home with his 
wife an interested observer and con- 
tributor, a sale for $66,568, calling for 
an annual premium of $2,600 was con- 
summated. 

“Another dentist, just out of school, 


JAMES T. HOUGHTON, JR. 


Agency Department 


had purchased a retired dentist’s going 
practice. He too was booked heavily 
on appointments. He took Wednesdays 
off and was willing to give some time 
early in the day at his home. Just as 
I was drawing to the close of the sale 
we were interrupted by the arrival of 
a dental supply salesman with whom my 
dentist also had an appointment. The 
supply salesman encouraged my _ pros- 
pect in building his program as early 
in his practice as possible and rendered 


WILLIAM MORRISON 
Associate Editor 


a valuable assist. It occurred to me 
that the supply salesman would be a 
good prospect. I secured a Saturday ap- 
pointment with him and helped him 
round out his program.” 

Mr. Russon concluded, “In each case 
a day off was used, the wife was 
present and became a very vital part of 
the interview. The total volume from 
the three sales was $119,103 and the 
annual premium $3,600. The ‘day off’ 
had truly ‘paid off.’” 


Frank T. McNally Thrills Audience 


Thrilling as was his presentation of 
the part men from Virginia had, in the 
early days and in the not too far 
distant days, in the moulding and build- 
ing of what has become OUR AMER- 
ICA, time for the completion of the 
session of the Leaders Club program 
at which he appeared did not permit 
Frank T. McNally to deliver one or two 
paragraphs which were in his mind prior 
to his most dramatic closing words. 

From conversation had with him later 
the writer learned that he would have 
said: 

“That is the record. It is graven 
deep in all that is best in America. 
The erosion of time can never erase 
it. 

“Look at it, men and women of the 
Massachusetts Mutual Life. Have your 
clients, friends and neighbors look at it. 

“There is pictured men, red blooded 
and willing. Men who never counted the 
cost. In their deeds is revealed capacity, 
great capacity. The best we have in the 
America we love is undying testimony 
to that truth. 

“There is the record of their unyield- 
ing, uncompromising devotion, their un- 
selfish devotion to the job in hand. 

“What we need today is the dedication 
of our people to the preservation of 
what those stalwarts from the state of 
Virginia, and a smattering of others 
from outside the Dominion, conceived, 
labored for, fought for and died for. Let 
us be about the job.” 

And then, the Silver Tongued Orator 
of the Massachusetts Mutual Life gen- 
eral agents organization grabbed himself 
the whole show as he closed his address. 

“On the wall over the desk in my of- 
fice there hangs a real Irish shillelagh. 
On the wall of the living room of my 
home there hangs another shillelagh. 

“Both of these persuasive Irish in- 
struments are properly proportioned, ac- 


The Silver-Tongued Orator 





FRANK T. McNALLY 


Minneapolis 


curate in design and are adorned with 
the regulation number of nobs. 

“When the call comes. When I am 
summoned to the land from whose 
bourne no traveler ever returns. Will 
whoever is nearest in attendance at the 
time place in my hand one of the shille- 
lagh, help me to arise that I might 
brandish the emblem of the land for 
which it stands over my head and go out 
the fighting Irishman I have always 
been.” 





ROBERT C. ALBRO, JR. 
Agency Assistant 


Donald Lau Explains His 
Organized Activity Plan 


At the meeting of the Massachusetts 
Mutual Leaders Club, Donald Lau spoke 
on the panel entitled “Organized 
activity.” Mr, Lau first explained what 
he thought organized activity meant. 
He said that you should “know what 
to do—plan your work,” and then “do 
what you planned.” Then, by consulting 
the records, look at the results. 

Mr. Lau continued by stressing the 
importance of balancing activities in the 
field and in extra curricular activities. 
In the field, this is made possible by 
balancing the number of calls and inter- 
views and goals by the day, week, 
month and year, by selling larger poli- 
cies, and by regulating the number of 
lives each month and each year, He 
suggested remembering “The most valu- 
able property you own is standing in 
your shoes.” The need for a healthy, 
mentally awake machine to work with 
is “A pre-requisite for enthusiasm,” and 
“Your capacity to continuously perform 
those things which you have decided 
are necessary to accomplish what is 
necessary.” 

In closing, Mr. Lau said that the 
final result of a well-planned and or- 
ganized group of. activities would be a 
consecutive weekly production. 





How Ray Analyzed Clients 


William W. Ray of Richmond felt 
that a great deal of time is spent on 
people who cannot be sold, so after his 
first year in the business, he went over 
his records and found he had spent 85% 
of his time on prospects he did not 
sell, the commissions coming from the 
other 15%. 

“Right there,” he said, “I decided to 
work out a formula for weeding the 
suspects from the prospects as early as 
possible, The records show that 62% 
of my business had come from clients 
making over $4,000. Of those I sold 
making less than $4,000, over half were 
single men on their first job. Thus was 
born my first rule of spending a mini- 
mum of time with married men mak- 
ing less than $4,000. The survey also 
indicated that I had spent time wun- 
profitably with men past 35 who owned 
very small amounts of insurance.” | 

He also said that married men with 
no children have proved extremely diffi- 
cult as a class. Married men with 
children have proved the ideal group. 
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Key Man Insurance With 


Retirement Provisions 

\ proposition involving key man in- 
surance including also provision for 
retirement using Massachusetts Mutual 
options, was discussed before the Lead- 
ers Club by Francis E. Emery, assistant 
secretary. 

“Let the corporation purchase a pol- 
icy for indemnity purposes,” he said, 
“to reimburse the corporation for his 
loss and also to provide pension bene- 
fits. The options available to the corpo- 
ration may be elected either at maturity 
of a policy or upon surrender of a 
contract. Option D, the interest option, 
will not be used probably for this par- 
ticular situation. However, option B, 
available for in periods up to thirty 
years, works out very nicely. The cor- 
poration would have the right to com- 
mute the things at any time. We will 
make our payments to the corporation, 
and the corvoration will make payments 
to the retired employe. The payments 
of the corporation to the employe may 
be for a greater or lesser amount than 
our payments to the corporation. There 
is no apparent connection between the 
two, I am assuming the corporation 
will vote on the year to year basis to 
continue the income to the retired em- 
ploye for —— dollars. If the insured 
is retired at age 65 and it is elected to 
have the cash or maturity value paid 
out under option B for a period of 
thirty years, the retirement payments 
to the individual would be wholly or 
partially funded until he attained age 
95. It must be recognized that under 
this arrangement there is no written 
agreement and the insured has no posi- 
tive assurance that the plan will be 
carried out. It is not my intention to 
discuss tax situations, but I assume you 
will appreciate the value of this arrange- 
ment. Payments may also be made to 
the insured under option C, subject to 
the right of the corporation to elect 
to have payments to be made to itself. 
It is not within our province to offer 
any advice as to the tax situation under 
this or any other arrangement. 

“As to the plan of insurance which 
may be purchased, our company has 
no restrictions. Any form of life, lim- 
ited payment life, endowment, or re- 
tirement income may be applied for. 
As previously indicated the cash value 
of these policies may be used to fund 
in whole or in part the retirement pay- 
ments to the individual. Endowment 


or retirement income policies may be 
surrendered prior to maturity and used 
in the same manner as some form of 

a life policy. This is very important in 


Massachusetts Mutual 


The East-West Foursome on First Green 


President 


Leland J. Kalmbach 


Harry R. Van Cleve 
Los Angeles 


an event that an individual is retired 
early because of disability. If a retire- 
ment income policy is applied, the pol- 
icy will be issued indicating that the 
cash value at maturity will be paid in 
one sum to the corporation. At matur- 
ity, or shortly prior thereto, the cor- 
poration may request that the cash 
value at maturity be paid under option 
B, as previously indicated. Or they may 
request that the regular income pay- 
ments provided by the policy be paid 
to the insured, subject to the right of 
the corporation to elect to have pay- 
ments made to itself.” 








W. Hollis Jenkins 
Los Angeles 


John W. Yates 
Los Angeles 


Tracy Davis on Juvenile 


Pinch hitting for Meyer L. 
of Atlanta, Tracy Davis of Cincinnati 
gave some illustrations of _ selling 
Juvenile Insurance. “Most people, most 
insurance agents, do not realize how 
cheap insurance is at the younger ages.” 
Giving a sample approach, he said: 

“Mr. Brown, I want you to take a 
25,000 Ordinary Life policy on your 
boy (age 2). It will cost you $340 in 
premium deposits for all those things 
you are trying to do and your pre- 
mium’s right there—$340 gross. Now if 
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John Mann, Albany, Tells 
How He Sells to Doctors 


John E. Mann, Albany, addressing 
the Massachusetts Mutual Leaders Club 
as a member of a panel discussing “Or- 
ganized Activity,” told why he chose 
to sell to doctors. “I have looked for 
prospects,” he said, “that should be 
financially able to purchase more and 
more life insurance as time goes by.” 
Mr. Mann said that he not only wants 
to sell people today, but must also look 
to the future. He wants to keep the 
present buyer in mind when making 
long-range plans. “A good many of my 
prospects are young, resident doctors,” 
he said, “And I hope that this group 
will continue to grow.” 

“T like this group for two reasons: 
First,” he said, “The doctors scem to 
talk over their life insurance with each 
other more than other groups, conse- 
quently when I do an audit for a doctor, 
as I do all my physician clients, it seems 
to add new prospects to my list more 
easily.” Mr. Mann went on to give an 
example of just such a chain reaction. 
He said, “Doctor X was appointed Chief 
of Anaesthesia about the time I arrived 
in Albany, I saw the announcement of 
his appointment in the paper, sent it to 
him in ‘I See You’re in the News’ and 
then called on him. I managed to sell 
him a life insurance program and did 
an audit for him. A little later he ap- 
pointed two new assistants, and after 
they had seen his audit and Doctor X 
had recommended me, I had two more 
clients. Just to show how this grows,” 
he continued, “the past month, three 
new department heads were named at 
Albany Hospital and Doctor X had al- 
readv introduced me to them and 
recommended that they see our new 
‘Design for Security’ and audit. 


They Are Financially Able 


“My second reason for choosing 
doctors,” Mr. Mann stated, “is the fact 
that the majority of them do well finan- 
cially and need the help that a sound 
insurance program can give them. Doc- 
tors are the kind of clients I can sell 
over and over again, thus making my 
job that much easier. During my 20 
months in the business, I have already 


Continued on Page 22) 
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you leave those dividends to purchase 
paid-up additions you are going to have 
a substantial insurance estate by the 
time your son is 20.” 

If he waited until he was twenty-two 


it would cost $947. 
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Allen Coffman On How H: 


Prospects for Programming 

When Allen B. Coffman of Philadel- 
phia started in life insurance 18 years 
ago he borrowed the policies of his ac- 
quaintances to study them and when he 
returned them he included a survey of 
their present arrangement and a_ sug: 
gested program for the future. To his 
surprise many of them wanted to carry 
out the programs at once. This experi- 
ence naturally led to programming and 
estate analysis, he told the Massachu- 
setts Mutual Leaders Club at The 
Greenbrier. : 

“Program prospecting.is not selecting 
prospects for a particular need,” he said 
“but selecting prospects for an analysis 
which, in most cases, will develop many 
basic needs. Then, every year, at each 
age change, you have a _ ready-made 
prospect. You can fill in the need such 
as—a Clean-up Fund, Emergency Fund, 
Educational Fund, Mortgage Liquida- 
tion Fund, Income for Family, a Re- 


tirement Income, Business Insurance 
and many other needs. ; 
“There is a decided difference be- 


tween Program Prospecting and Estate 
Analysis Prospecting. You can program 
insurance for practically anyone, but for 
an Estate Analysis, a prospect should 
have an estate of at least $60,000, pref- 
erably $120,000 or more. This brings up 
the subject—‘Who is a Prospect for 
Estate Analysis?’ 

“1, He must be financially sound and 
have a good income. 

“2. He must have.an insurance need. 

“3. He must be approachable—on a 
favorable basis. 

Building a Prospect List 

“Here is a method of building a good 

prospect list today: Select 25 or more 





of your satisfied policyholders or friends 
who live in a home in a good neigh- 
borhood where there is some civic pride. 
Take the telephone directory showing 
the street listings. Write the names of 
the neighbors of your policyholder. 
Then see this policyholder or friend. 
Tell him that your business depends 
upon knowing good, substantial people. 
Then ask him if he kngws Harry Rogers 
who lives next to him, where he works, 
his approximate age, how many children 
he has, etc. After you have qualified a 
half-dozen or more of his neighbors, he 
often enters into the spirit of it and if 
you will say, ‘When I meet one of your 
neighbors, during our conversation, 
would it be all right to say that I know 
you?’ In most cases, he will say, ‘Go 
ahead and use my name.’ When I de- 
liver a policy and audit, I often use this 
method of prospecting. From this, good 
qualified prospects are unlimited and can 
form an endless chain for you. 

“Keep in mind that in prospecting for 
programming and estate analysis, you 
must be prepared to contact those in 
the higher income brackets. It is more 
than accumulating just a list of names. 
You must be prepared to answer ques- 
tions regarding taxes, policy options, etc. 
You must also be familiar with the mar- 
ital deduction provision and life insur- 
ance implications in the 1948 Revenue 
Act, also with wills and trusts and how 
to cooperate with attorneys. 

“It is very difficult for an attorney to 
properly draft a will or deed of trust 
without consulting a life insurance un- 
derwriter. You should establish good 
contacts with several competent attor- 
neys and trust officers. They can be 
wonderful centers of influence and need 
your service. 

Shows Approach Book 
“In my Approach Book, I have a list 





Sells To Doctors 


(Continued from Page 21) 


had the opportunity of returning to 
some of my physician clients and put- 
ing new business on the books.” 

Next Mr. Mann went into detail con- 
cerning his “long-range planning.” He 
said, “In prospecting, I am looking for 
men who from all appearances have 
excellent prospects for good financial 
futures. I would like to be selling the 
men who are financially ‘on top’ now, 
but find that in the majority of cases, 
they are considerably older than I and 
are rather difficult for me to approach. 
Where I do best is with fellows my own 
age. Among the doctors that I work 





of names of various companies which I 
am very proud to show to a new pros- 
pect. This almost reads like, ‘Who’s 
Who in Companies in Philadelphia.’ In 
most of these companies, I have selected 
several key men and have tried to do 
an extraordinarily good job of program- 
ming of their insurance. From these 
men, I am continually getting the names 
of other men in their organization. 
For instance, I will ask—‘Who is your 
new Sales Manager? Who is your Ad- 
vertising Manager, your new. Superin- 
tendent? Who are the two coming 
young men in your company? Who is 
the President’s Assistant?’ These are 
future prospects for programming. 

“Many times, while in the office of a 
corporation executive, our interview has 
been interrupted by the entrance of an- 
other executive. When he leaves, I 
frequently ask the name of the man. 
Then, at a later date, I ask this same 
executive to qualify the man as a pros- 
pect. 


Speakers Snapped at General Sessions of Convention 





with, I particularly choose residents who 
will have a specialty that seems {to 
pay well — surgeons, plastic surgeons 
pediatricians, obstetricians (how can 
they miss in a business like that). Often 
the residents are easy to approach but 
hard to sell. During their residency 
they struggle for existence, but what , 
reserve of prospects as they move into 
their practices! 

“I met a doctor a year ago,” Mr. 
Mann said illustrating his point, “talked 
with him about a program, got an ap- 
plication from him for $10,000 extra 
protection. When I went to deliver the 
policy, he and his wife just couldn’t see 
how they could fit the premium into 
their budget. After several attempts to 
deliver the policy, I sent it back to the 
company. I stopped to see him occa- 
sionally after that, dropping a seed now 
and then. He and his wife finally be- 
came so convinced of their need for 
life insurance that in January of this 
year, they convinced Nancy’s Dad that 
he should pay the premium on $25,000 
Five-Year Renewable Term. In May, 
Doctor ‘A’s’ father-in-law purchased an- 
other $25,000 on his son-in-law when he 
saw how much more was needed to 
take care of his daughter and grand- 
children. This time, it was a permanent 
plan to take advantage of the Massa- 
chusetts Mutual’s new liberal $10 per 
month disability rider, 

“Choosing a minimum goal is ex- 
tremely important to me because it 
tends to force me into what I feel is 
the most important word in the title of 
this talk—that word is work. I have 
found in the 21 months I have been 
in the field that any formula I might 
draw up, any organization that I might 
have, or any plans I might make mean 


(Continued on Page 23) 


Chase Greenbrier Photo 


Top row, left to right—John W. Yates, Chester O. Fischer, Leland J. Kalmbach, James M. Blake, C. Lowell McPherson. 


Bottom row, left to right—Theo M. Green, Lucien Mercier, W. H. Gould, Richard J. Katz, Ewing Carruthers. 
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Yates Urges Big Anniversary Effort 


John W. Yates of Los Angeles, chair- 
man of the 100th Anniversary Commit- 
tee of the General Agents Association, 
delivered an inspiring address at the 
Tuesday morning session when he urged 
the field men to rise to the occasion 
and qualify, not once but several times 
for the 100th Anniversary Celebration 
to be held in the Waldorf-Astoria, New 
York, May 18 to 22, 1951. 

“What a wonderful thing it would be 
if you would decide that instead of just 
doing a little job toward this 100th An- 
niversary,”’’ said Mr. Yates, “that we 
might show ourselves to our inner forces 
what the application of those forces 
can mean in service to our country at 
the time when security is uppermost in 
the thoughts of everyone. I wonder 
what it would be if we would really real- 
ize in our heart of hearts the four 
eternal verities: The first of all that life 
is made to live. ‘Well,’ you say, ‘That’s 
not a big thought.’ Yes, we killed 25 
million people in the last war. Some- 
day may we realize that life was really 
made to live. A second eternal verity 
is that you can act, not just think, but 
thing that you will ever do will be the 
result of a degree of sound and intelli- 
gent thinking you apply. And the third 
is that you can act, not just think, but 
act vigorously, gloriously, daringly. And 
the fourth eternal verity is that the 
only limitations that you need to accept 
in this world are those that you put 
upon yourself, of those that you allow 
other people to put upon you. 

“Lying latent in the vast octaves of 
vour being, there is sufficient power that 
if it were awakened and brought forth 
into the sunlight, it would indeed make 
There 
are thousands of homes throughout this 
great land of ours that can be changed 
to homes of happiness instead of homes 
of dread, of poverty, of want, as a re- 
sult of your releasing that God given 
something deep in the octaves of your 
being that you may have never stirred 
to the point of really giving it release. 
There was no new force discovered in 
the atomic bomb but first it was 
dropped to the dismay of the world. 
Every particle of power in that had been 
known for a long time. The scientists 
merely discovered how to harness that 
If I have a mes- 


JOHN W. YATES 
Los Angeles 


sage for you this morning, it would be 
that you might lift your aims. I think 
we have become fairly complacent, just 
barely skimming over the top in order 
that we might come to a Leaders Club 
convention, when, as a matter of fact, 
through a little greater intelligent plan- 
ning, you could do so much larger things 
than you have ever done before, that 
your whole life, your whole being would 
take on new satisfaction and the joy of 
living. 

“T present to you the challenge this 
morning to accept the opportunity that 
is yours for a larger life, physically, 
mentally, socially, financially and spiritu- 
ally. Have you stopped selling your- 
self short and stopped allowing the peo- 
ple around you in your agency to sell 
you short? Surely the extent. to 
which the company is going to make it 
easier for us to market the finest prod- 
ucts ever manufactured in this country 
is help beyond that which we ever could 
have conceived or hoped for, but unless 
we stir ourselves from the depths of our 
being and decide to invest that which 
has been given to us, in a new way, in 
a sustained way, we shall have missed 
the greatest opportunity, that is the op- 
portunity of this 100th anniversary.” 


Blake Tells of Plans for Celebration 


James M. Blake, manager of field 
service, told the conference about plans 
for celebrating the 100th Anniversary 
at the home office and also an outline 
of features of the celebration to follow 
at the Waldorf-Astoria in New York. 

All the home office personnel will 
gather on the morning of May 15, 1951 
for the ceremonies which will include an 
address by Leland J. Kalmbach, presi- 
dent. That afternoon there will be open 
house for the families of home office 
people and on the two following days 
there will be open house for the public. 
Mr. Blake estimated that 20,000 people 
will pass through the home office build- 
oe seeing the company in actual opera- 
10n, 

“They will see a very interesting his- 
torical exhibit of the old and the new,” 
said Mr. Blake, “old-time typewriters 
that you have to lift up to see what 
you're writing on, being operated by 
girls in old-fashioned costumes; old 
adding machines or calculating machines 
ot simple nature along side of very com- 
plicated machines being manned by men 
and women in modern dress. They will 


see old telephones hanging on the walls, 
we used to go up and ring the bell like 
that. They’ll see the modern style of 
telephones; they will see all sorts of 
business machines as a contrast oper- 
ated by people in old-fashioned costumes 
for the old machines, and up-to-date 
costumes for the new. They will see 
the pictures of our entire advertising 
campaign, these beautiful paintings, four 
of which you have already seen in 
the lobby. They will all be on display 
at that time. They will also see the 
art work for our hundredth year history 
which is very interesting and very beau- 
tifully done. On that same day, May 
15, 1951, in all of the agencies of the 
company, there will be a similar celebra- 
tion in the form of luncheons for all of 
our agents, all employees, connected 
with each agency. 


Points Out Sales Possibilities 


“In connection with the reprints of our 
magazine advertising, it seems to me 
that is a wonderful opportunity for local 
direct mail work. I should think each 
agency would want to have a stock of 





these advertisements as they come out. 
They will be prepared, these reprints, 
in such form that you can send them 
as a self-mailer or you can enclose them 
in an envelope, the first item costs you 
two cents, the second item, three cents. 
If you send them in an envelope, you 
can send a message with it. If you 
just send it as a self-mailer, you can 
only put your name on it. But think 
how well they can be used. By observ- 
ing what happens in your vicinity, the 
arrival of young children, you send the 
baby picture. Somebody buys a new 
home, you either know him or you read 
about it*in the paper, send him the 
‘Buying Your Home.’ Somebody has a 
promotion in business, you send him the 
piece which describes a promotion. 
Somebody graduates from college, you 
send the graduation piece, and so on 
through the whole line, all of which 
represent great moments which happen 
in peoples lives and which are happen- 
ing all the time to a number of people 
in your vicinity.” 
Plans for Celebrating in New York 


Concerning the celebration in New 
York May 18 to 22, Mr. Blake said: 
“The first ones to arrive there will come 
on Friday, May 18. They will be the 
members of the Centennial Club, the 100 
Lives Club and the Builders Club. They 
will have an extra day, one day ahead 
of the rest of the group to spend in 
New York. For the evening they arrive 
we are making efforts to secure tickets 
for a theatre party, an attraction of out- 
standing interest in New York, and I 
hope we will be successful. I won’t an- 
nounce the names of it because I don’t 
want to get your expectations up too 
high, but if we get them you'll like it. 
That group will be followed by the bal- 
ance who will arrive on Saturday. We 
will have a big get-together dinner in 
the Waldorf Ballroom. We will have 
it early so that you will be able to go 
out, engage in the distractions and diver- 
sions that New York offers, for the 
rest of that evening. Sunday will be 
entirely open, the weekend at the Wal- 
dorf. You will be free to take in the 
various sights of New York, which I 
assure you are numerous and exceed- 
ingly interesting. On Monday morn- 
ing, we will hold our first session in 
the ballroom, our meeting session, just 
to the forenoon. The afternoon will be 
open for diversions, and the banquet will 
take place in the ballroom Monday eve- 
ning, May 21. Tuesday morning, May 
22, another meeting. That will wind up 
the celebration, a four-day celebration, 
from Saturday through Tuesday. There 
will be only two meeting sessions and 
more time than usual will be allowed for 
you to enjoy the celebration end of the 
affair and to take in the many beauties 
of New York. 

“In order that you may be advised 
fully as to what is there to see, what is 
there to do, we will send to you shortly 
after you reach home from this meet- 
ing, books of facts about the Waldorf, 
and about the Belmont-Plaza, which is 
our supplementary hotel, and also New 
York Visitor’s Guide which will be use- 
ful to you in finding. your way around 
New York and telling you of the many 
attractions which are there. Later in 
the year, we will send you a folder called 
‘New York in Spring’ which tells you 
all of the sporting, theatrical, museums, 
all of the events and sights to be seen 
in New York, so that you will have an 
up-to-date, immediate record’ of things 
you might want to do and see. Really, 
New York City is a fabulous place. As 
you stand at the corner of Forty-second 
and Broadway, and see the remarkable 
advertising signs with their wonderful 
movements, beauty and color; you can 
probably spend a half hour or so, just 
standing there looking at them. There 
are famous art museums, natural history 
museums, planetariums, all types of 
theatrical and sports attractions, tower- 
ing skyscrapers and sight-seeing tours, 
which offer the visitor a variety of at- 
tractions of surpassing interest.” 
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W. L. “BILL” HADLEY 
New York 


After an absence of a number of years 
it was fine being among those present 
at The Greenbrier, White Sulphur 
Springs, W. Va. with the Leaders Club 
Convention of the Massachusetts Mutual 
Life. There was the thrill of meeting old 
friends once again and the new folk of 
the M. M. family. To the officers, de- 
partment heads, general agents, agents 
and the members of their families I am 
deeply grateful for the splendid coopera- 
tion always at hand while building the 
picture story of the Convention pub- 
lished in this issue of The Eastern 


Underwriter. 
—W. L. Hadley. 





Bienstock Builds Prestige 

Nathan S. Bienstock of Keane sees 
prospecting as a plan of service where- 
by a reputation is established which 
causes a clientele to recommend new 
clients and the interview becomes an 
advisory talk, not a pressure sale. He 
calls his method “Prospecting by 
Prestige.” 

“It is that something that you give 
to a specialized group that fills their 
needs and furnishes you with new 
clients,” said Mr. Bienstock. “There was 
nothing this group could call for in the 
way of help that was not forthcom- 
ing. I did not always have the know- 
how but I managed to secure the know- 
how. Was my client building a house? 
A friendly bank was ready to appraise 
the property and to finance the deal. 
A friendly title company was pleased 
to search the title and give my client 
peaceful possession, The result, a happy 
client and enough insurance sold to at 
least equal the mortgage.” 

Guidance on income tax, help on 
budgeting problems, knowledge of job 
opportunities were other types of serv- 
ice used by Mr. Bienstock. 





Hear Washington Attorney 

Lucien Mercier, Washington attorney, 
discussed the war activity in the na- 
tional capital, how politics still domi- 
nates despite the critical situation, and 
then told of some business insurance 
cases in which he participated as an 
attorney. 


Sells To Doctors 


(Continued from Page 22) 


nothing if they don’t include work. It 
does me absolutely no good to know 
that it takes me 20 calls to get eight 
interviews to make one sale if I don’t 
make the calls. What we all have to 
do in this business is make a mountain 
out of every month and climb it.” 
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INSPIRATIONAL AND SPIRITUAL 
NOTE IN ADVERTISING 

The advertising of individual life in- 
surance in magazines of nation-wide 
circulation has been increasing in inter- 
est and variety, not only giving greater 
emphasis to matters of institutional im- 
port, but sometimes striking a spiritual 
note, Current copy of companies is a 
way removed from that used in the 
earlier days of life insurance when the 
stress placed on the financial 
strength of the company and the size of 
the company’s production. At a still 
earlier period not much in the way of 
copy was used except names of com- 
panies, principal officers, dates of start 
of operation, and a few figures. 

The current advertisement of the 
John Hancock is a good example of 
the manner in which companies are hit- 
ting an inspirational and spiritual note. 
Printed in colors, it is based on a paint- 
church into which the 
walking reverently. 


was 


ing of a 
parishioners are 
Caption of the advertisement is “The 
Lord Was Their Shepherd.” 

Such an advertisement could not ap- 
pear at a more opportune time as it 
reflects what so many believe and it is 
aimed to help faith in the 
eternal truths, reminding readers of 
their dependence on a power above and 
beyond themselves. It puts into words 
the spirit of the early Americans, their 
simple rugged faith and their humility 
before God, It explains their courage 
and their fortitude and challenges all 
with its final praragraph: 

“Some one expects me to be worthy 
—Through most of our history we 
have lived with that faith. And only 
as long as we believe it, and go on 
living by it, will we be secure.” 


restore 


Such an advertisement must give in- 
spiration to the millions who will or 
have seen it published in great national 
magazines. 





RODDA INLAND MARINE BOOK 


More books have been written about 
Marine Insurance than any other divi- 
sion of the business except life insur- 
ance. Many of the Marine Insurance 
books have been written by 

One of the latest of the 
volumes is authorized by William H. 
Rodda, secretary, Transportation Insur- 


lawyers. 
Marine 


ance Rating Bureau, Chicago and it is 
called “Inland Marine and Transporta- 
tion Insurance.” Prentice-Hall Inc., are 
publishers. Mr. Rodda has had 25 years 
experience in insurance. For one year 
he was engineer with the Schedule 
Rating Office of New Jersey and for 
four years was chief engineer of the 
Underwriters Association of the Dis- 
trict of Columbia. He served six years 
as manager of the South Atlantic 
Adjustment Co. and four years as man- 
ager of the National Mutual Associa- 
tion. Since 1940, as secretary and treas- 
urer of the Transportation Insurance 
Rating Bureau, he has been in a posi- 
tion to observe developments in Inland 
Marine. 

The book covers a wide range and 
consists of more than 500 pages, In- 
cluded are text of the nation-wide defi- 
nition and interpretation of the insuring 
powers of marine and transportation 
underwriters; uniform straight bill of 
lading with its contract terms and con- 
ditions; uniform express receipt; sched- 
uled property floater policy; jewelry-fur 
floater policy, transportation policy, an- 
nual shipper’s form, bailees’ customers 
form; endorsement for motor common 
carrier policies of insurance for cargo 
liability under Section 215 of the Inter- 
state Commerce Act, jewelers’ block 
policy; agreement of guiding principles 
inland and also the Fire-Inland Marine 
agreement of guiding principles as well 
as those for Casualty-Inland Marine. 

The book starts with a description 
of development of Inland Marine In- 
surance. Next section covers nature of 
Inland Marine protection. That is fol- 
lowed by some chapters on Transporta- 
tion policies. Business coverages other 
than Transit then have the author’s 
attention followed by Personal Cover- 
ages, General Inland Marine Problems 
and appendices. Each gets a good play. 

This should be a valuable reference 
volume for students of Inland Marine 


*and Transportation Insurance. 





Bankers Life and Casualty Co. of 
Chicago announces the appointment of 
James A. Goodwin as Des Moines dis- 
trict manager, succeeding Meredith Case 
who has been transferred to Philadel- 
phia, Pa., as state manager. Mr. Good- 
win has been supervisor for the com- 
pany at Des Moines since the office 
was opened, October, 1948. 


s 
JEROME PHILP, Managing Editor 


Guapys P. Reap, Assistant Manager 


Canadian subscriptions. 





















































JOHN C. STOTT 


John C. Stott, former president of 
National Association of Insurance Agents 
and who runs a local agency at Norwich, 
N. Y., will speak at the banquet of the 
Empire State Mutual Life’s agents which 
will be held at Jamestown, N. Y., on 
evening of August 28. Another speaker 
at the convention will be E. Herman 
Magnuson, a member of the New York 
State Assembly’s insurance committee 
and who represents Chautauqua County 
in the Assembly. 

Mr. Stott, who made a notable record 
as president of the National Association 
of Insurance Agents last year, was ap- 
pointed by Governor Dewey as a mem- 
ber of the New York State Insurance 
Board in 1945. He served as president 
of the New York State association for 
two terms and as administrative head 
of this group, led a successful campaign 
in the state legislature to curb unfair 
competitive practices of the State In- 
surance Fund. He also played a leading 
role in securing enactment in 1947 of 
the Wilson-Mahoney law which makes it 
a violation of the penal code of the state 
for finance companies to designate a 
particular agent or broker in connection 
with a financed sale. 

Mr. Stott is a graduate of the Teach- 
ers’ Training Class at Greene, N. Y., 
which is his native town, and taught 
school for three years. Before he opened 
his own agency he was New York state 
manager and resident vice president of 
National Surety Corp. | 

x  * 


William L. Connolly, chairman of the 
coordinating committee of the Presi- 
dent’s Conference on Industrial Safety, 
U. S. Department of Labor, has mailed 
to educational institutions, trade asso- 
ciations and trade journals a copy of 
the Principles approved by the commit- 
tee on Labor-Management Cooperation 
for Safety of the President’s Conference 
on Industrial Safety. The term “labor- 
management cooperation for safety” is 
construed as evidence of actual coopera- 
tion, regardless of method, between the 
employer and employe in a particular 
establishment wherein, as a result of 
such cooperation, accidents have been 
reduced or the accident experience 
maintained at a low level. 

* * * 


H. B. Collamore, president of National 
Fire, is a member of the famous Lotus 
Club of New York. Morgan B. Brain- 
ard, president of Aetna Life Affiliated 
Companies, and Peter M. Fraser, presi- 
dent, Connecticut Mutual, are members 
of the Links Club, also one of the best 
known clubs in New York. 


JACOB W. SHOUL 


Jacob W. Shoul, Boston agency, Mu- 
tual Life, has again been the produc- 
tion leader of the company and_ has 
therefore been designated president of 
National Field Club. He is one of out- 
standing agents in the nation, and also is 
a speaker at insurance organizations 
much in demand. Regional vice presi- 
dents of Mutual Life’s National Field 
Club are these: Harry K. Gutmann, 
Kassoff agency, New York, Eastern di- 
vision; J. Dudley Miller, Persons agen- 
cy, Chicago, Central division: Marvin 
R. Robbins, Charlotte agency, South- 
ern division; and Gordon Coryell, San 
Francisco, Western division. Eunice C. 
Bush, New Orleans agency, is vice 
president of the women’s division of 
the honor group. 

* * * 


Harold G. Evans, who has been elected 
president of the American Casualty Co. 
and American Aviation & General Insur- 
ance Co, .of Reading, since September, 
1936, is one of the many persons in the 
insurance business who is an alumnus 
of Culver Military Academy in Culver, 
Ind. He also attended Gettysburg Col- 
lege, Gettysburg, Pa., and De Pauw Uni- 
versiy, Greencastle, Ind. He began his 
insurance career in the Pittsburg branch 
of the Travelers and later served as 
chief of the Division of Companies of 
the Pennsylvania Insurance Depart- 
ment. He became associated with the 
American Casualty in June, 1936, when 
he was made executive vice president. 


x eS 


Harold (“Red”) Grange, the “Gallop- 
ing Ghost” of football immortals, who is 
a successful agent with the Chicago 
branch office of Travelers, has been 
nominated for trustee of the University 
of Illinois. This took place at the Re- 
publican state convention at Peoria. The 
contest for this relatively unimportant 
office caused a lot of inside political 
maneuvers, with Cook County and down- 
state Illinois as usually on opposite 
sides. The county chairman voted under 
the unit rule and nominated Mr. Grange. 


* * * 


Hugh W. Ewart, recently elected sec- 
retary of the General Insurance Co. 
of America and its affiliated companies, 
has been assistant secretary and assist- 
ant treasurer for the past 19 years. He 
succeeds John Wiley who has resigned. 
Mr. Ewart joined the General of Amer- 
ica group in 1924 in the home olfice 
accounting department, shortly there- 


after assuming supervision of the de- 
elected 


partment. He was assistant 


secretary in 1931. 
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Edward J. Crawford, Jr. 


In an expansion move Charles F. 

Noyes Co. [William B. Falconer, presi- 
dent], announces the election of five new 
vice presidents. They are Edward J. 
Crawford, Jr., Robert V. Cronan and 
Louis Smadbeck in the brokerage di- 
vision; Edward H. Hesse in the chain 
store renting division; and Edwin S. 
Guildford in the management division. 

Of these five new vice presidents the 
best known in the downtown New York 
insurance district is Mr. Crawford who 
has been having contact with insurance 
men for some years. 

Mr. Crawford is a graduate of Staun- 
ton Military Academy and of St. Law- 
rence University. Two of the alumni of 
St. Lawrence are George S. Van Schaick 
and Louis H. Pink, both former Super- 
inendents of Insurance, New York 
State. Mr. Crawford then went to Har- 
vard Graduate School of Business Ad- 
ministration which, by the way, is alma 
mater of the president-elect of New 
England Mutual Life, Oscar Kelley 
Anderson. 

Upon leaving Harvard Business School 
Mr. Crawford started to find out about 
the real estate business from the ground 
up and picked out a small real estate 
outfit where for two years he learned 
jundamentals. Then he got into the 
big time and began selling real estate 
for Charles F. Noyes Co., Inc. Next 
assignment for him was appraisal work 
for Noyes. He then entered the Army, 
became a captain in the Air Corps, spent 
two and a half years in European Thea- 


tre of Operation and during his final . 


year in the service he was executive 
a of operations at Orly Field in 
aris. 

At the present time Mr. Crawford has 
charge of the building at 135 William 
Street which has had an almost exclusive 
insurance occupancy ever since most 
people in the downtown insurance dis- 
trict can remember. Its principal tenant 
is the Northern Assurance Co. of Lon- 
don which has its United States Branch 
headquarters at 135. Also, Mr. Crawford 
is in charge of building operation at 116 
John Street, one of the largest of the 
Practically all-insurance tenancy struc- 
tures in the insurance district. Among 
tenants of that building are Insurance 
Executives Association, Fireman’s Fund, 
Marine Office of America, Citizens Casu- 
alty of New York and Rollins, Burdick 
& Hunter. There are a lot of others. 

Mr. Crawford represented Noyes in 
the sale to the Zurich of the former 
Travelers Building at 55 John Street. He 


‘formerly managed the building at 17 
s John Street where the Halifax has its 


eadquarters and among other tenants 
are some insurance brokers. 

Edward J. Crawford’s father, Edward 
J. Crawford, Sr., is senior vice president 
nig a director of Charles F. Noyes Co., 
ne, 























How to Survive Atomic Bombing 

I don’t want to scare everybody to 
death, but I would like to call attention 
to the new booklet, “Atomic Attack— 
A Manual For Survival” which is pub- 
lished under the auspices of Council on 
Atomic Implications, Inc., University of 
Southern California, Los Angeles. The 
publishers are Murray & Gee, Inc., Cul- 
ver City, California. 

John L. Balderston, Jr., and Gordon 
W. Hewes, who wrote the book, seem 
to have thought of everything that can 
happen if an atomic bomb should fall on 
Greater New York, for instance. And 
they tell what to do if you are working 
or living in the city and want to sur- 
vive. They know their subject. Bal- 
derston was physicist-engineer at Oak 
Ridge, Tenn. for four years and is now 
a radioisotope research consultant in 
Los Angeles and Hewes was analyzer 
of Japanese target-cities for the 20th 
Air Force during World War II. 

The book starts with instruction on 
what to do if you see the fireball, an air 
or ground-burst. These are the instruc- 
tions: (a) if you are in a city street, 
run into the nearest doorway; stand 
under the arch of the door, near one 
side; (b) if in the open: collapse your 
knees, falling forward to the ground; 
lie flat, one arm thrown in front of 
you with head and eyes resting on that 
elbow. Close eyes; pull coat over head 
with the other hand (if in a car, put 
on the brake; when you feel the push 
of the blast, release the brake and fight 
the resulting skid. If a crash or roll- 
over seems certain, turn off the ignition. 
Duck behind the seats; (d) if indoors, 
dive under a handy bed, sturdy table or 
desk. If none is available, run towards 
the center of the building and stand in 
a corridor or stairway (though not right 
under the house roof), or get behind 
a heavy sofa or pillar that will protect 
you from flying window glass. 

In case you see or hear the water 
column, a water-burst, some more defi- 
nite instructions are given to guide you 
if you are in a street or in the open 
within a mile of a bay, inlet, large lake 
or river. If more than a mile from the 
water instructions are these: 

1. Watch the way the water-burst 
cloud is heading. If not towards you, 
the burst won’t affect you. If it is, 
then 

2. Run for a designated shelter or 
act as in (a) above, closing all the 
windows on your floor, or 

3. If your home has a refuge room 
with earth bags to protect you from 
radiation, go there after closing all 
windows in the house, or 

4. If there is no tall concrete build- 
ing or designated shelter, then go into 
the cellar of a_ building. 

5. Sit or lie so that there is as 
much solid matter between you and 
water as possible (earth, brick, books, 
metal, piled papers, etc.). 

6. Stay still for at least one hour 
and don’t go outdoors for 24 hours un- 


less a radiation survey indicates this is 

safe. 

Instructions are also given “if you 
hear an air-raid alert,” “if you have to 
go outdoors during an alert,” “reducing 
possible damage in advance,” “equipment 
you should have,” “places that may be 
radioactive and should be avoided,” “ob- 
jects that may be radioactive and should 
be decontaminated,” “how to decontami- 
nate radioactive materials.” The authors 
take up “flight from the city” with some 
pertinent comments. 

Of supreme interest also are the com- 
ments on how to prepare for survival 
which stresses the necessity of making 
at least one room of the home atom- 
bomb proof, “or, at least, reasonably 

The booklet also explains what the 
bomb is and how it works. Price of the 
booklet is $1 and it can be purchased 
by addressing Culver Products Co., 3631 
Eastham Drive, Culver City, Cal. 


* * * 


Some Spectator Staff Men 

Three members of the staff of The 
Spectator, insurance publication, are 
graduates of Manhattan College. They 
are Francis J. Malley, Joseph M. and 
John J. McCarthy. 

Mr. Malley is managing editor of the 
Spectator’s Property Insurance Review. 
While at Manhattan he was editor of 
The Quadrangle, the college’s weekly 
newspaper. He is an Air Force veteran; 
married and has a boy of eight months 
His brother Tom is asssitant executive 
editor of Newsweek. 

The McCarthys are not brothers. John 
J. is associate editor of both the Prop- 
erty and the Life Insurance magazines 
of The Spectator. In the Army Air 
Force during the war he was shot down 
over Brenner Pass in the Alps and be- 
came a prisoner of war in Germany. 
After the war he was with the New 
York sales division of E. R. Squibb & 
Sons, pharmaceutical manufacturers. At 
Manhattan College he was editor of the 
Literary Review there. He is now tak- 
ing graduate work at New York Uni- 
versity. He is single. His father, now 
retired, was for years with the New 
York Fire Department. 

Joseph M. McCarthy, whose father is 
with J. P. Morgan & Co., is managing 
editor of the Spectator’s life insurance 
magazine. He was correspondent for 
the New York Times while attending 
Manhattan. In sports he won Man- 
hattan letters in baseball and cross 
country running. During the war he was 
in the Army. He is attending New York 
Law School at night although how he 
manages to go to so many insurance 
banquets is a mystery. He is single. In 
fact, why both McCarthys are single is 
another mystery. 

Chief editor of The Spectator is 
Thomas J. V. Cullen, a graduate of 
Fordham, who was fortunate enough 
there to have as his roommate Frank 
Spellman who at the present time is 
Francis Cardinal Spellman. Tom Cullen 
has many activities. In addition to be- 
ing an unusually able editor he is Dem- 
ocratic political leader in four up-state 
New York counties. Some of the top 
figures in the political arena of this 
state have been glad to get his advice. 
Incidentally, he owns a farm. He lives 
in Chester, New York, not far from 
Goshen where they have those trotting 
and pacing races. He has five children, 
two boys and three girls; lives in a 
house about a century old, and many 
persons have been entertained by him 
and his family. They welcome an invi- 
tation to come back because Mrs. Cullen 
is an exceedingly good cook and the 
conversation around the dinner table is 
jolly and animated. 


* * * 


Pertinence of South Amboy 
Explosion Report 
The report of the National Board of 
Fire Underwriters and the Fire Insur- 
ance Rating Organization of New Jer- 
sey on the South Amboy Port Explosion 
which caused a death toll of 31 and a 
property loss estimated at more than 
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$7,500,000, is one of the most striking 
and attention-compelling documents 
which has ever been printed in the 
insurance business. Its main features 
were reported in last week’s issue of 
this paper. 

One reason why the report is so im- 
portant at this time is because the 
United States is in another war and 
the disaster ‘to South Amboy, N. J., 
and its across-the-bay neighbor, Perth 
Amboy, stressed again the perils of 
large-scale handling of explosives and 
other potentially dangerous articles. The 
tragedy immediately focussed on defi- 
ciencies and inadequacies that might be 
accountable for the needless human suf- 
fering and unwarranted heavy economic 
burdens. The report, therefore, is di- 
rected principally to prevention of re- 
currence of similar mishaps, and, there- 


by, to the preservation of life and 
property. . ) 
“Recording, studying, and applying 


the experiences of others is a_ basic 
safety activity,”- says National Board. 
“In the final analysis, the development 
of proper safeguards and suitable pro- 
tective measures is based primarily on 
the study of past accidents and expe- 
riences dearly bought.” 

Among other comments made in the 
report were these: 

“We are faced with this warning 
catastrophe at the very beginning of a 
growing movement of munitions. The 
shipment of significant amounts of mili- 
tary material to various outposts of the 
world is rapidly becoming a problem of 
serious proportions. Public press dis- 
closures show that more than 1,600 arms 
export licenses were granted last year. 
In a recent three-month period, over 
152,000 tons of military munitions have 
left our harbors to friendly countries. 
This appears to be just a first install- 
ment in a large armament program. In- 
ternal security demands a protective cov- 
erage of our waterfront facilities by 
expansion of authority and the enlarge- 
ment of the activity of the United States 
Coast Guard to some inbetween peace- 
time and wartime footing. The estab- 
lishment of a Port Warden, along with 
the enactment of appropriate municipal 
ordimances by local governments will 
materially insure the closing of unpro- 
tected gaps and promote the needed 
protection from fire and explosion. The 
splendid record in handling more than 
50,000,000 tons of military explosives 
during World War II attests to value 
of alert and responsible enforcement. 

“This unforunate explosion becomes 
a study in disaster-preparedness, empha- 
sizing, in particular, the need for cen- 
tralized, top-level coordinatin of all out- 
side relief and emergency services. The 


(Continued on Page 33) 
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Fireman’s Fund Gains 
$3,501,000 in %4-Year 


3% PREMIUM DECLINE REPORTED 





Crafts Attributes This to Deflationary 
Tendencies and Lower Rates; 
Stock Earnings Rise 
San Francisco, Aug. 23—Fireman’s 
Fund Insurance Company and _= sub- 
sidiaries enjoyed a consolidated under- 
writing profit of $3,501,000 during the 
first half of 1950, the organization’s 
interim report mailed to shareholders 
discloses. Net investment income for the 
same period amounted to $2,549,000 and 
shareholders’ equity (at 35%) in in- 
crease in unearned premium reserve was 
set at $1,537,000 to make a combined 





adjusted underwriting and investment 
income of $7,587,000. This compared 
with a 1949 first half consolidated un- 


derwriting profit of $2,453,000, net in- 
vestment income of $2,219,000 and share- 
holders’ equity in increase in unearned 
premium reserve of $2,997,000, or a com- 
bined adjusted underwriting and invest- 
ment income of $7,669,000. 

Premiums $59,055,000 

Premiums written by Fireman’s Fund 
during the first half of this year totaled 
$59,055,000, representing a decline of 
about 3% compared with the first six 
months of 1949 when premiums written 
totaled $60,784,000. 

In the report, President James F. 
Crafts attributed the slight decline in 
premium writings for the first six 
months of this year to deflationary 
tendencies that appeared in a_ few 
segments of the economy and to lower 
premium rates in automobile, fire and 
ocean marine classifications. He further 
pointed out that, with the exception of 
certain casualty lines, all classes of bust- 


ness continued to show underwriting 


profits. However, in all writings, except 
marine, loss ratios were higher than 
those recorded last year. 


The report showed that earnings ner 
share of common stock, including share- 
holders’ equity in unearned premium 
reserve, before provision for Federal in- 
come taxes, and based upon capitaliza- 
tion and ownership of subsidiaries as of 
June 30, 1950, were $7.49 for the first 
half of 1950, as compared with $7.30 for 
the first half of 1949, Adjusted earnings 
per share after estimated Federal taxes 
were $5.27 for the first half of 1950 as 
compared with $5.71 for the first half of 
1949 

Year’s Perspective 

The report stressed the seasonal 
nature of the insurance business and 
pointed out that a true perspective of 
interim results is available only when a 
12-month period is presented. The re- 
port showed that for the 12 months 
ended June 30, 1950, consolidated under- 
writing profit totaled $10,033,000, net in- 
vestment income $5,106,000 and share- 
holders’ equity (at 35%) in increase in 
unearned premium reserve $2,112,000, or 
a combined adjusted underwriting profit 
and investment income of $17,251,000. 


(Continued on Page 30) 
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House Approves War Risk 
For Merchant Shipping 


Washington, D. C., Aug. 23—The 
House of Representatives has passed a 


bill authorizing the Government to 
write war risk insurance on crews, hulls 
and cargoes of merchant vessels. The 


Senate will next consider the legislation. 

Insurance companies now carry non- 
cancellable coverage on cargoes, but 
hull protection is subject to automatic 
cancellation should war break out be- 
tween any of the powers of the United 
States, Great Britain, France or Soviet 
Russia. The legislation has the backing 
of the Defense Department because 
marine underwriters cannot supply the 
required protection, The present bill 
is intended to fill the gap required for 
hull coverage. In the last war, private 
companies wrote the major part of war 
risk on cargoes. Government facilities 
were offered as well. 

The bill, similar to war risk regula- 
tions of World War II, limits opera- 
tions to a five-year period and au- 
thorizes the Maritime Administration 
to fix a “fair and reasonable” insurance 
value on ships. 





Agency Changes Name 
McCormick, Beatty, Lamb & Fergus, 
Inc. Chicago general agency, has 
changed its name to Lamb, Little & Co. 
They are general agents for Aetna Cas- 
ualty & Surety, Continental Casualty, 
Columbian National Life, Franklin Na- 


tional, Glens Falls, New York Fire, 
Standard Fire, Sun Underwriters and 
Pacific Fire. Agency continues in the 


same location—1l1 South La Salle Street 
—and will be supervised by the same 
management of Edmund E. Lamb, Wil- 
liam A. Little, David B. Peck, III, Clay- 
ton F. Lundquist and William J. 
Plambeck. 
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Research Institute Names 


War Risk Bomb Committee 


Ernest L. Clark, president of Risk 
Research Institute, announces the ap- 
pointment of a special war risk com- 
mittee to formulate plans to provide 


protection in the event bombs are 
dropped on our mainland. 
The committee consists of: Henry 


Anderson, United Paramount Theatres; 
P. E. Danneman, Thomas A. Edison 
Co.; C. S. Hamilton, J. P. Stevens & 
Co.; Alfred Rothschild, Weiss & Klau 
Co., and W. E. Tutwiler, the Guaranty 
Trust. 

The purposes of the committee are 
stated to be: 

“To cooperate with insurance com- 
panies governmental agencies and 
industry in providing not only for 
coverage of damage to property and 
loss of use of special property, but also 
to study the possibility of protection 
against loss of life and injury to per- 
sons as a result of atomic bombs, germ 
warfare and such similar action. 

“The institute is particularly inter- 
ested in studying the provisions of any 
such insurance as they apply to the 
return of any excess of premiums col- 
lected over the aggregate of losses and 
expenses incurred.’ 

In view of Risk Research Institute’s 
association with industrial concerns, 
one of the functions of the committee 
will be to study proposed protective 
measures and recommend special pro- 
visions applying to industrial plants, 
such as the duplication of important 
records, and prearranged steps to be 
taken by survivors of corporation offi- 
cial staffs if headquarters are forced to 
be abandoned. 


July Loss $52,980,000; 
% Over Same ’49 Month 


The United States bill for fire de- 
struction rose for the sixth month this 
year over last year with fire losses for 
the month of July estimated at $52,- 
980,000, it was announced this week by 
W. E. Mallalieu, general manager of 
the National Board of Fire Under- 
writers. This was an increase of 6.8% 
over July, 1949. 

“The steady rise in fire losses repre- 
sents the destruction of property and 
national resources vitally needed for 
the defense and welfare of the nation,” 
Mr. Mallalieu said. “It emphasizes 
again the responsibility of every citi- 
zen and every organization to try to 
prevent fires that destroy life and 
waste the nation’s resources.” 

The July total represents a seasonal 
decrease of 7.2% from the June, 1950 
figures. June’s fire losses were $57,- 
116,000. 

Losses for the first seven months of 
1950 reached $420,097,000, an increase 
of $21,698,000, or 5.4% over the fire 
destruction for the same period of 1949, 

For the 12-month period ending July 





31, 1950, losses were an_ estimated 
$689,234,000, This represented an_ in- 
crease of 2.4% over losses of $672,- 


078,000 reported for the 12 months end- 
ing July 31, 1949, 





Bids All Buffalo Stock 


Forty per cent of the stock of Buffalo 
Insurance Company, Buffalo, N. Y., has 
been turned in for purchase by General 
Insurance of Trieste & Venice, which 
has offered to buy all of the stock in 
that company. Deadline for turning in 
of stock is August 31. 
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Claimants Advised On 
Rhode Island Stand 


CAN GET SHORT-RATE REFUNDs 





North Carolina Commissioner  T,ll; 
Policyholders to Approach Com. 
pany’s Former Agents in State 





Raleigh, N. C., Aug, 23—Policyholders 
of the Rhode Island Insurance Company 
have been advised by Insurance Com. 
missioner Waldo C. Cheek that they 
may rightfully demand of the company 
policy cancellation on a short rate basis, 
regardless of whether the company js 
solvent or not. Former agents of the 
Rhode Island, which has been banned 
in this state, are the source of contact, 
Mr. Cheek said. 

Commissioner’s letter to North 
Carolina policyholders, former agents 
and claimants of the Rhode Island fol- 
lows: 

“As a condition precedent to licensing 
of the Rhode Island Insurance Com- 
pany on April 1, 1949, this Department 
required the deposit of additional bonds 
belonging to the company which, at that 
time, made a total of $275,000 in bonds 
held for the protection of policyholders 
in the State of North Carolina. The 
conditions under which the additional 
$250,000 deposit of bonds was made 
were: That every 90 days for each 
$50,000 reduction in unearned premium 
reserve as shown by a certified interim 
report of the company, the Department 
would return $25,000 of the special de- 
posit. In conformity with this agree- 
ment, and on the basis of a certified 
report of the company, on December 
29, 1949, the Department, at the request 
of the Rhode Island Insurance Com- 
pany, released $150,000 in securities, 
leaving on deposit with us $100,000 of 
the original $250,000 in bonds, plus 
the statutory deposit of $25,000, or a 
total now held by us of $125,000. 

“On July 1, 1950, this Department 
terminated the temporary license of the 
company and cancelled the licenses of 
all agents of the Rhode Island Insur- 
ance Company in North Carolina. 

“Subsequently, the Department was 
notified that the company was placed 
in temporary receivership effective Julv 
7, 1956, in the State of Rhode Island, 
and on July 20, 1950, this receivership 
was made permanent. 

Attorney General’s Opinion 

“We have received numerous requests 
from podlicyholders and former agents 
of the Rhode Is'and Insurance Com- 
pany for information as to what they 
should do in view of the receivership of 
the company. Consequently, I have 
sought the advice of the Attorney Gen- 
eral of the State of North Carolina 
with respect to a policyholder’s right of 
cancellation of his policy. The Rhode 
Island court has provided that the com- 
pany will honor no cancellation except 
in strict accordance with the terms ot 
the policy contract. The Attorney Gen- 
eral has advised me as _ follows: 

“In reply to our recent inquiry with 
respect to the cancellation of policies 
now in effect in North Carolina issued 
by the above company, you are advised 
that the only reference in the statute 
which I have been able to find with re- 
spect to the cancellation of such policies 
by the insured is that set forth on the 
second page of the Standard Fire Policy 
referred to in G. S. 58-176, which is in 
the following language: 

“*“This policy shall be cancelled at 

(Continued on Page 27) 
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President Designates 
Fire Prevention Week 


INTENSIVE EFFORT OCT. 
Harry F. Ogden Offers Practical 


Facilities of National Fire 
Waste Council 





8-14 








Washington, Aug. 24—President Tru- 

man has designated October 8-14 as 
“Fire Prevention Week” and called on 
all Americans “in this critical period” 
to keep the nation strong through the 
prevention of fires which needlessly 
destroy life and property. 

“It is imperative,” said the Presi- 
dential proclamation, “that our country 
keep itself strong in manpower, produc- 
tive facilities and material resources.” 
The President called on the National 
Fire Waste Council, the Chamber of 
Commerce of the United States and 
other cooperating agencies to assist “in 
this crusade against the toll of life and 


property.” 
Chamber and Council Lead 
The U. S. Chamber, through _ its 


affiliated organization the National Fire 
Waste Council, is again taking the lead 
in carrying out a nation-wide plan in 
community fire prevention education, 
supplemented by fire fighting demonstra- 
tions and local inspections of fire de- 
partment facilities, industrial plants, 
commercial buildings, homes, schools 
and other public buildings. Affiliated 
with the U. S. Chamber and the Fire 
Waste Council are the Council’s 37 
member national organizations and the 
fire prevention committees of more than 
1300 local chambers of commerce. 

At the same time, President Otto A. 
Seyferth of the U. S. Chamber called 
upon all local chambers of commerce to 
bring forcefully to public attention the 
fact that fire losses in the nation have 
shown a 5% increase so far in 1950. 
Mr, Seyferth pointed out that every 
fre which destroys building materials 
and other materials needed to supply 
our armed forces weakens our national 
defense program. He urged that in- 
dustrial plants which are manufacturing 
war materials be especially diligent in 
providing adequate protection against 
loss or damage by fire. 

Publicity Material 

Harry F. Ogden, chairman of the 
National Fire Waste Council and presi- 
dent of the Fidelity and Guaranty Fire 
of Baltimore, announced that the coun- 
cil has prepared lists of publicity ma- 
terial of all kinds, posters, stickers and 
motion picture films which are avail- 
able to local fire prevention commit- 
tees. These lists have been mailed to 
the more than 2,600 local chambers of 
commerce and their fire prevention com- 
mittee chairmen. 


A. L. Kirkpatrick, secretary of the 


National Fire Waste Council, announced 
that photographic copies of President 
Truman’s Fire Prevention Week Procla- 
mation are being sent to all local cham- 
bers of commerce, He urged that it be 
given the widest possible publicity and 
that copies be made available for schools 
for posting upon bulletin boards and 
use in social study class rooms. 
President’s Proclamation 
Following is the text of the .Presi- 
dent’s Proclamation: 
. ‘Whereas, in this critical period, it 
IS imperative that our country keep 


| itself strong in manpower, productive 


facilities, and material resources; and 
“Whereas, preventable fires took a 
frightful toll last year, resulting in loss 
of life for some 10,000 of our fellow 
Americans and permanent disability for 
countless others; and 

“Whereas, the destruction of materials 
and facilities by fire impairs the produc- 
tion of supplies essential to the de- 
ense of our country and to the physical 
welfare of our people; and 

‘Whereas, needless fires also destroy 
each year an untold amount of irre- 
Placeable natural resources and _ of 
Private and public property, including 
forests and farms, schools and churches, 


hospitals, homes, and _ factories: 

“Now, therefore, I, Harry S. Truman, 
President of the United States of 
America, do hereby disignate the week 
beginning October 8, 1950, as Fire Pre- 
vention Week. 

“I suggest that, bearing in mind the 
present emergency, all of us rededicate 
ourselves to a year-round campaign 
against destructive fires in our homes, 
in our industrial plants, and in our 
communities generally. I request that 
State and local Governments, the 
American National Red Cross, the Na- 
tional Fire Waste Council, the Chamber 
of Commerce of the United States, busi- 
ness, labor, and farm organizations, 
churches, schools, civic groups, and the 
agencies of public information, includ- 
ing newspapers, magazines, and the 
radio, television, and motion-picture in- 
dustries, cooperate fully in the ob- 
servance of Fire Prevention Week. I 
also direct the appropriate agencies of 
the Federal Government to assist in 
this crusade against the toll of life and 
property resulting from fires.” 





Use of Countersignature 


Cautioned in Pennsylvania 


Artemas C. Leslie, Commissioner of 
Insurance for Pennsylvania, has in- 
structed all insurers in that state to 
take whatever measures may be neces- 
sary to “control their agents to the 
end that all countersignatures be manu- 
ally applied only by properly-licensed 
agents.” Commissioner Leslie calls at- 
tention to the state law and empha- 
sizes that the countersigning privilege 
under an agent’s license may not be 
transferred. Rubber stamps, power of 
attorney or other devices delegating au- 
thority to unlicensed persons are not 
permissible in Pennsylvania, he said, 
and persons acting as agents without 
license are subject to a fine not ex- 


ceeding $500. 





Resigns Virginia Agents 
To Resume Law Practice 


Richmond, Va., Aug. 23—J. Earle 
Dunford, manager of the Virginia As- 
sociation of Insurance Agents, has re- 
signed to reenter the private practice 
of law. 

Mr. Dunford became manager of the 
association in April, 1945, upon his re- 
lease from active military duty in 
World War II. He retired from the 
practice of law in 1928 to accept a posi- 
tion in the investment department of 
the Life Insurance Co. of Virginia. 

During the time Mr. Dunford was 
manager of the Virginia Association of 
Insurance Agents, the membership in- 
creased from 347 to an all-time high of 
477, according to H, Linwood Ford, 
association president. 


Blanco Assistant Secretary 
Of National Fire Group 





R. D. BLANCO 


Directors of the National Fire of 
Hartford have elected R. D. Blanco 
an assistant secretary. Similar action is 
being taken by the other companies of 
the National of Hartford Group. 

Mr. Blanco has been connected with 
the Group for more than 25 years and 
is superintendent of the foreign depart- 
ment. He will continue to serve in that 
capacity, 

A native of Spain, Mr. Blanco has 
for many years been a naturalized citi- 
zen of the United States. He gained 
his early education in the elementary 
schools and the Provincial Institute of 
Orensa, Spain, and also was graduated 
from the San Pablo Business School in 
Cuba. He is thoroughly conversant with 
the business transacted by the National 
of Hartford Group in Puerto Rico and 
foreign countries, particularly Panama, 
Cuba and the West Indies. He makes 
his headquarters at the home office in 
Hartford, lives in Manchester, Conn., 
is married and has one son. He is a 
member of the 25-Year Club of the 
National. 


Allyn Ohio CPCU Speaker 


Ohio Chapter Chartered Property and 
Casualty Underwriters will meet in 
Cleveland September 8. Principal speak- 
er will be W. Ellery Allyn, Insurance 
Commissioner of Connecticut and presi- 
dent of the National Association of In- 
surance Commissioners, Walter A.Rob- 
inson, Ohio Insurance Superintendent, 
will be a special guest. 
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Aetna Makes 3 Changes 
In Pacific Department 


Recent promotions and transfers of 
fieldmen in Aetna Insurance Group’s Pa- 
cific department are announced by Clyde 
M. Marshall, secretary and assistant 
manager of that department. 

Byron C. Erdmann, formerly special 
agent at Portland, has been transferred 
to Sacramento as superintendent of 
agencies. Formerly superintendent of 
agencies at Sacramento, J. Allen Has- 
lam, has resigned to enter the local 
agency business, 

Robert F. Young, formerly with the 
Pacific Fire Rating Bureau at Salt Lake 
City, has been appointed superintendent 
of agencies for that portion of the Idaho 
territory contiguous to Boise and cov- 
ering southwestern Idaho and eastern 
Oregon. He will make his headquarters 
at Boise where he will be associated with 
Frank A. Hosick, Jr., superintendent of 
agencies for Utah and southern Idaho. 

Frank B. Soto has been appointed spe- 
cial agent and assigned to the Portland 
office where he will assist Superintendent 
of Agencies David R. Goodell. 





British Marine Combine 

A London despatch announces that 
the Ocean Marine (allied with the 
North British), Royal Exchange and 
Sun, have completed agreement for joint 
operation of their marine departments, 
as of January 1, 1951. C. C. Turner, 
who organized the marine department 
of the Sun in 1920 and was named joint 
marine underwriter for the Ocean 
Marine in 1938, retires December 31, 
1950. A. W. Theobold, marine under- 
writer of Ocean Marine, will be ap- 
pointed to a simiar capacity by the 
Sun and the Royal Exchange. 





MAYFLOWER CO. PARTY 

More than 500 agents and their wives 
attended the sixth annual agency party 
of the Mayflower Insurance Co., Colum- 
bus, O., the affair taking place at John 
W. Galbreath’s Darby Dan Farm. Her- 
bert W. Smoots was chairman and prin- 
cipal speakers were Frank J. Gunther, 
general underwriter, and Walter E. 
Roudabush, comptroller. Walter A. Rob- 
inson, State Superintendent of insur- 
ance, was the luncheon speaker. 


Rhode Island 


(Continued from Page 26) 





any time at the request of the insured, 
in which case this company shall, upon 
demand and surrender of this policy, 
refund the excess of paid premium 
above the customary short rate for the 
expired time... .” 

“*eG S. 58-185 provides that policy- 
holders of this State in this Company 
have a lien upon the deposit which you 
now hold of the above Company. This 
lien is ‘for the amounts due them, re- 
spectively, under or in consequence of 
such contracts for losses, equitable 
values, return premiums, or otherwise, 
and shall be entitled to be paid ratably 
out of the proceeds of said securities, ‘if 
such proceeds be not sufficient to pay 
all of said contract holders... .’” 

“Therefore, regardless of whether the 
Rhode Island is .solvent or insolvent, 
and regardless of what is the final out- 
come of the situation in the State of 
Rhode Island, you, as a_ policyholder, 
certainly have the right to demand of 
the Rhode Island Insurance Company 
cancellation of the policy on short rate 
basis. The former agent of the com- 
pany who issued the policy is the per- 
son you should contact. If you fail to 
receive from this agent the amount due 
you on the short rate basis, your claim 
will then, according to the Attorney 
General’s opinion, be a lien on the 
bonds which I now hold. Any agent 
who makes a refund of a premium on a 
short rate basis as outlined above 
should take a written assignment from 
the policyholder of said policyholder’s 
right to the premium refund, in order to 
properly present his claim for reim- 
bursement.” 
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Dallas Agents Vote 
To Police Membership 


RAISE INITIATION FEE TO $50 





Association To Be Coextensive With 
Texas, NAIA; Trials, Penalties 


Imposed for “Offenses” 





Dallas, Tex., Aug. 23—Coextensive 
membership in the Texas and National 
associations of insurance agents and an 
entirely new section providing police 
powers over members feature the new 
constitution and by-laws adopted unani- 
mously by the Dallas association, ac- 
cording to an annuoncement by C. M. 
Patrick, CPCU, president. 

The new article on police powers sets 
up a procedure for hearing charges, 
conducting trials and imposing penalties 
on members. Charges must be made in 
writing to the board of directors, fol- 
lowing which a hearing will be called 
to hear all evidence. Penalties range 
from $25 for minor offenses of “inad- 
vertence or error” to not more than $100 
for those of “willful and deliberate 
character” on up to suspension of mem- 
bership. Under the old constitution a 
member could be dropped only for non- 
payment of dues. 

Changes of Title 

The other major new provisions are 
an increase in the initiation fee from 
$25 to $50, the formal change-over in 
the title of its full-time officer from 
manager to executive secretary and the 
change in the association’s name to 
conform in wording to the state and 
national organizations. Heretofore its 
charter name has’ been’ Insurance 
Agents Association of Dallas. 

The provision requires coextensive 
membership, which will become effective 
October 1, brings membership in the 
Dallas Association in line with the re- 
quirements of other Texas local boards 
and with practically all of the metro- 
politan associations in the country. 

The new constitution also makes a 
change in associate members, or solici- 
tors, who now must be connected with 
an active membership’s office. Annual 
meetings are to be held during Septem- 
ber, with this year’s meeting set for 
September 20, and new directors will 
take office October 1, the beginning of 
the fiscal year. 

Eric Gambrell of the Seay & Hall 
agency, former president of the Dallas 
and Texas associations, was chairman of 
the committee that drafted the new 
constitution. 


Ohio Agents Meet Oct. 30 


The Ohio Insurance 





Association of 


Agents will hold its annual convention 
October 30-31 at the Deshler Wallick 
Hotel in Columbus. A feature will be 
a local board clinic. There will be a 


panel discussion, in the course of which 
a motion picture will be shown, portray- 
ing the activities of the Delaware 
County local board. 


EDGERTON RESIGNS AT L. A. 

Los Angeles—Russell C. Edgerton has 
resigned his position as production man- 
ager for the Providence - Washington 


Group here, and will enter the local 
agency business on his own account, 
headquartering with Osterloh & Dun- 


ham. 


Goodyear Official Set As 
NAIA Convention Headliner 


Robert W. Wilson, Akron, O., vice 


president and sales manager of the 
Goodyear Tire & Rubber Company, will 
be one of the headline speakers at the 
coming fifty-fourth annual convention 
of the National Association of Insur- 
ance Agents, October 2-5, at the Stevens 
Hotel, Chicago, O. Shaw Johnson, NAIA 
president, announces, 

One of America’s most widely-known 
sales executives, Mr. Wilson is ac- 
claimed as both a keen analyst of mer- 
chandising trends and policies and a 
dynamic speaker in business circles 
throughout the country. The subject of 
his address before the organized agents 
on Wednesday afternoon, October 4, 
will be “The Professional Salesman 
Will Not Die.” 

Mr. Wilson’s sales experience covers 
a continuous period of 38 years with 
Goodyear, and has encompassed an im- 
portant era in America’s industrial and 
business progress. 

He joined Goodyear in 1912 as a clerk 
in the service department. Two years 
later he was made manager of that de- 
partment. In 1917, he was appointed 
manager of truck tire sales, and in 
1921 was made a divisional sales man- 
ager, From this point on, he was ad- 
vanced to the position of advertising 
manager for the company. 

In 1928, Mr. Wilson was elected vice 
president and sales manager. He was 
elected a director of the company in 
January, 1932. During the final months 
of World War II, he served, in addition, 
as director of special rubber programs 


for WPB. 


Wichita Agents to Hold 


Annual Buyers’ Clinic 

The second annual insurance buyers’ 
clinic of the Wichita (Kan.) Association 
of Insurance Agents has been set for 
November. Byron S. Chapell, a_ past 
president has been named general chair- 
man with Paul C. Yankey, Jr., as pro- 
gram chairman. At least 200 are ex- 
pected to attend. 

The annual election of the Wichita 
board will be held at the August 24 
meeting. At the August 10 meeting, 
Program Chairman Garnett Mason, 
Beezley, Outland & Foote, announced 
a surprise program which was a show- 
ing of the automobile safety sound 
film, “Her Last Date,” shown by Police 
Sergeant Floyd Hannon, director of 
safety education of the Wichita Police 
Department. 





Eseott Plan Brief Is 
Presented in Missouri 


AGENTS FAVOR THE PROGRAM 





Butler Reaches Conclusion Plan Is Legal 
Under Missouri Fire Rating Law; 
Fresentation Made by Gregory 





Jefferson City, Mo., Aug. 22— State 
Superintendent of Insurance C. Law- 
rence Leggett has under consideration 
a memorandum on the Missouri fire 
rating law as the same pertains to the 
multiple location fire rating plan (Es- 
cott Plan) which was presented to him 
here on August 9 by Bennett G. Greg- 
ory, executive secretary of the Missouri 
Association of Insurance Agents, who 
came here with the memorandum on 
behalf of the rules and forms commit- 
tee of the Missouri Association of 
Insurance Agents of which Oden D. 
Prowell of St. Louis is the chairman. 
Mr. Prowell also is the chairman of the 
board of the Insurance Board of St. 
Louis. 

The memorandum was prepared for 
the Missouri Association of Insurance 
Agents by Charles P. Butler, attorney- 
at-law, New York City, formerly the 
executive vice president of the National 
Association of Insurance Agents. 

“T conclude without hesitancy that the 
Escott Plan supplies a needed fire insur- 
ance rating plan to serve the American 
people, and that it is nowise unfairly 
discriminatory under the Missouri rat- 
ing law or under the rating laws of 
any other state,” was the final conclu- 
sion reached by Mr. Butler in the memo- 
randum, which was an exhaustive digest 
of the problems presented by multiple 
location fire insurance protection and the 
proper, equitable and legal rating of such 
risks. The memorandum was dated 
July 28, 1950 but, was not given to Su- 
perintendent Leggett until brought here 
by Mr. Gregory on Wednesday, Au- 
gust 9. 

Agents Favor Escott Plan 

The Missouri Association of Insur- 
ance Agents favors the use of the 
Escott Plan in Missouri. It takes the 
position that while the Escott Plan 
may not be 100% perfect it is the best 
plan for handling the multiple location 
fire rating situation that has been pre- 
sented to the insurance industry. It is 
designed to handle the problems that 
the Interstate Underwriters Board for- 
merly took care of. 

Of the fire insurance companies that 
have taken a position relative to the 
adoption and use of the Escott Plan it 
has been reported that 67% gave it 
their approval while 33% indicated they 
were not in favor of its adoption by the 
fire insurance industry and the state 
supervisory officials. A number of com- 
panies, however, have not indicated their 
views with respect to the Escott Plan. 

Mr. Butler in his memorandum takes 
the position that the use of the Escott 
Plan would be legal under Missouri’s 
rating law. 





LAWRENCE CRAWFORD DIES 

Lawrence Crawford, son of R. N. 
Crawford, head of R. N. Crawford Co., 
Chicago insurance agency, died last 
week. Lawrence Crawford was treas- 
urer of the agency and was in mili- 
tary service in World War II before 
rejoining his father’s agency. 
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PRUSINER AGENCY REFORMS 





Theater Executives Serve as Officers of 
New Company Named World 
Agency, Inc. 

The former B. W. Prusiner Insur- 
ance Agency of Des Moines has been 
reorganized and renamed the World 
Agency, Inc., of Des Moines with a 
group of theater executives serving as 

officers of the new firm. 

W. D. Davisson will serve as man- 
ager of the company with Mike Blank 
of Council Bluffs, president; L. M. 
Kechneay, vice president and _ treas- 
urer; and Myron C. Blank, secretary. 

The officers are executives of Tri- 
States and Central-States theater cor- 
porations of Des Moines which operate 
a large number of theaters in Nebraska, 
lowa and Illinois. 


New York Field Office 
Moved by “Springfield” 


The Springfield Group of fire insur- 
ance companies and their affiliate, the 
New England Casualty, Springfield, 
Mass., announce that their field office 
for supervision of New York suburban 
territory, formerly located at 85 John 





Street, is now located at 16 Liberty 
Street, New York; telephone: BA. 
7-1100. 


Headquartering there will be Special 
Agents Clark R. Hall, Donald E. War- 
ren, Fred R. Starcke, Frederick H. 
Dayton and Inspector Robert V. Cocchi 
of the Springfield fire companies and 
Special Agents Clarence T. Thompson 
and Paul J. Ickeringill of the New 
England Casualty. 

A new appointee, Mr. Dayton, after 
his release from the Navy, attended 
Norwich University and, upon joining 
the Springfield group at Springfield, 
received training in underwriting de- 
partments. He will assist Mr. Warren 
in supervision of Westchester and 
Queens counties. 





Cosgrove Is Lecturer At 
Mississippi Agency Class 


John N. Cosgrove, assistant secretary 
of the American Insurance Company, 
is lecturer at the advanced agency man- 
agement school conducted by the Mis- 
sissippi Association of Insurance Agents 
at Jackson, Miss., August 24-25. Mr. 
Cosgrove’s class will be devoted to mul- 
tiple line selling and will include an 
examination of the opportunities _ this 
field offers to insurance producers. Slide 
illustrations will be used during the 
three-hour class also. 





E. B. YOUNGS ESTATE SETTLED 

The estate of the late E. B. Youngs 
of Willard, Ohio has been settled and 
the Youngs Agency has been taken 
over by Dale V. Stearns, who has been 
operating it for the past year. The name 
of the concern has been changed to 
Dale V. Stearns, doing business as the 
Stearns Insurance Agency, 
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6¢ i es ORANGES are shining on the 
trees and our pine-knot fires soar in 
the chimneys; in their light I try to bury 
my unhappiness;” thus Jefferson Davis 
wrote of Beauvoir, the plantation near 
Biloxi where he spent the last twelve years 
of his life. His childhood too was spent in 
Mississippi for, though he was born in Ken- 
tucky in 1808, when he was still an infant 
his family moved to a plantation near 
Woodville. 

While serving in the army after his grad- 
uation from West Point, Davis fell in love 
with Sarah Knox Taylor, daughter of a 
future President. Colonel Zachary Taylor 
opposed his suit, however, principally be- 
cause he was unwilling to have his daughter 
marry a soldier and it is said that Davis 
challenged him to a duel but eventually the 
young couple were married. Resigning from 
the army, Davis took his bride to Mississippi 
but within three months she died of mala- 
rial fever. 

Varina Howell who became Davis’s sec- 
ond wife reported on first meeting him that 
she found him “refined and cultivated” in 
spite of being a Democrat but would never 
like him as well as his brother Joe. Never- 
theless, their marriage was marked by deep 
and enduring devotion. At one time Davis, 
who frequently suffered from ill health, 
would have lost his sight had it not been 
for his wife’s care. 

During the Mexican War Davis re-en- 
tered the army and won the nation’s hom- 
age for his heroism at the battle of Buena 
Vista where, though wounded, he continued 
to lead the attack. Within twelve months 
he became Congressman, colonel, brigadier 


general and Senator. Later, he served as 
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Secretary of War under President Pierce. 
Davis was in the rose garden at Brier- 
field, his Mississippi plantation, when word 
came that he had been appointed President 
of the Confederate States. As he had as- 
pired to command the Southern armies, he 
received the message so sadly that his wife 
feared it told of disaster. 
Broken in health and spirit 
after the tragedy of war and his 
imprisonment in Fortress Mon- 
roe, Davis tried various occu- 
pations and for a time was head 
of an insurance company. At FIRE 
length he found sanctuary at 


Beauvoir which the owner, Mrs. 








Sarah A. Dorsey, generously put at his 
disposal, and here Davis devoted himself to 
writing. Of his six children all four sons 
died before Davis passed away in 1889. 

Built soon after 1855, Beauvoir is now 
maintained as the Jefferson Davis Shrine 
by the Mississippi Divisions of the United 
Sons of Confederate Veterans and the 


United Daughters of the Confederacy. 
* * * 


The Home, through its agents and brokers, is 
America’s leading insurance protector of Amer- 
ican bomes and the bomes of American industry. 


* THE HOME « 
SFraurance 


Home Office: 59 Maiden Lane, New York 8, N. Y. 


e AUTOMOBILE ° MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


Copyright 1950, The Home Insurance Company 
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North America Plan 
Upheld by Arkansas 


FOUND “IN PUBLIC INTEREST” 





Commissioner Rules Company’s Install- 
ment Rates Reasonable and Not Dis- 
criminatory, Serving Public Well 





Philadelphia, Aug. 23—Insurance Com- 
pany of North America’s installment 
payment plan has been upheld in Arkan- 
sas by Insurance Commissioner J. Her- 
bert Graves, in a ruling which declares 
it to be “in the public interest.” 

The ruling, which follows a hearing 
held last March after the legality of 
the plan was challenged by the Arkansas 
Inspection and Rating Bureau, holds 
that the evidence produced at that hear- 
ing showed the North America’s rates 
to be reasonable, adequate and not dis- 
criminatory. The Commissioner stated 
that “need for such a facility as this is 
evidenced by the fact that there are 
financial institutions in Arkansas en- 
gaged in lending insured money on notes, 
the security being the unearned pre- 
mium value of term fire insurance poli- 
cies, for the purpose of permitting such 
insured to take advantage of the term 
discount.” The Commissioner also stated 
that the public is better served by the 
installment plan which he described as 
“less complex and less expensive than 
the facilities offered by other agencies.” 


Approved August 16 


Last January, the Arkansas Inspection 
and Rating Bureau had contended that 
the plan failed to meet requirements 
of a 1947 law. The hearing followed and 
the Commissioner announced his ap- 
proval of the plan August 16. 

“There is no requirement of Arkansas 
law which prevents the use of the in- 
stallment premium endorsement,” Com- 
missioner Graves found. “The rating 
bureau has a rule on file with the De- 
partment which permits term fire insur- 
ance policies to be written on a budget 
plan, and also a rule which permits term 
fire insurance policies to be written on 
farm property on an installment plan. 
Installment plans are customary in vir- 
tually every type of insurance other 
than fire, such as, life, inland marine 
and casualty. Moreover, it is permissible 
in Arkansas for the insurer to accept 
from the policyholder a promissory note 
in lieu of cash in payment of the pre- 
miums on fire insurance policies. 


36 Companies Use It 


“Installment premium payment plan is 
not limited to North America Compa- 
nies. In fact, as of this date, 36 fire 
insurance companies have sought and 
received permission to use the endorse- 
ment in Arkansas, which fact is a matter 
of public record as reflected by the rec- 
ords in the office of the Insurance Com- 
missioner, which records are kept as 
required by law and of such records, 
Courts will take judicial knowledge. 
Riggs v. Brock, 208 Ark. 1050; State 
v. Guthrie, 203 Ark. 60; and State, ex rel 
Attorney General v. State Board of 
Education, 195 Ark. 222. Since the en- 
dorsement may be used by all fire in- 
surance companies, upon request to and 
approval by the Commissioner, there has 
been no monopolistic practices by any 
of the companies. By making available 
term fire insurance on the installment 
basis, the endorsement makes it possible 
for a larger portion of the insuring 
public to purchase more adequate fire 
insurance, which is desirable and in the 
public interest.” 

Commissioner Graves said he finds 
“that the installment premium plan en- 
ables the fire insurance industry to serve 
its policyholders in the same way that 
many other businesses have been doing 
for years. The installment premium plan 
reduces the occasion for resorting to 
outside agencies to perform functions 
which the fire insurance industry itself 
is capable of doing. Indeed, it is the 
Commissioner’s findings that the insur- 
ing public is better served by the in- 
stallment premium plan, which plan is 


less complex and less expensive than 
facilities offered by other agencies. 
“Furthermore, in the absence of statu- 
tory authority, the Commissioner, as a 
practical matter, is of the opinion that 
he has no authority to adopt any policy 
which tends to deprive insurers of the 
right to finance directly the payment of 
premiums on policies which they write. 
Any other position by the Commissioner 
would, as reflected by the record, lead 
to the use of other agencies, which 
would accomplish the same result by 
indirection as does the installment pre- 
mium plan, and, in the process, would 
increase the cost to the policyholder.” 


Aetna Field Changes 


New field assignments in Aetna In- 
surance Group’s Pacific department are 
announced by Clyde M. Marshall, secre- 
tary and assistant manager of that de- 
partment. 

George Anderson, assistant superin- 
tendent of the automobile department in 
the San Francisco office, was appointed 
superintendent of agencies in Oakland. 
Mr. Anderson replaces Robert C. Mor- 
rill who resigned to enter the local 
agency business. James  Mackriss, 
formerly in the agency service depart- 
ment in San Francisco, has been trans- 
ferred to Oakland to assist Mr. Ander- 
son. 

C. G. Gorski was appointed superin- 
tendent of agencies succeeding W. M. 
Macura who resigned to become asso- 
ciated with an Aetna agent. Mr. Gorski 
will supervise the territory extending 
north from Los Angeles to Santa 
Barbara and east from Pasadena, in- 
cluding Riverside and San Bernardino 
counties. 


Fireman’s Fund Gains 


(Continued from Page 26) 








Consolidated results for the 12 months 
ended June 30, 1949, showed an under- 
writing profit of $5,642,000, net invest- 
ment income of $4,444,000 and share- 
holders’ equity in increase in unearned 
premium reserve of $5,676,000, or a com- 
bined adjusted underwriting and invest- 
ment income of $15,762,000. 


Shareholders’ Equity 


Earnings per share of common stock, 
including shareholders’ equity in un- 
earned premium reserve, before pro- 
vision for Federal income taxes and 
based upon capitalization and ownership 
of subsidiaries as of June 30, 1950 were 
$16.81 for the 12 months ended June 
30, 1950, as compared with $15.29 for the 
12 months ended June 30, 1949. Adjusted 
earnings per share after estimated Fed- 
eral taxes were $11.62 for the 12 months 
ended June 30, 1950, as compared with 
$12.79 for the 12 months ended June 
30, 1949, 

A summarized consolidated balance 
sheet as of June 30, 1950 disclosed total 
admitted assets of $238,369,944, reserve 
for unearned premiums of $88,349,258 
and reserve for losses and loss expense 
of $57,938,682. These latter two items 
were more than offset by cash of $17,- 
426,161, and bonds, principally govern- 
ment, of  $154,413,908. Shareholders’ 
equity, including 35% of the unearned 
premium reserve, amounted to $104.41 
per share, as against $90.05 per share 
as of June 30, 1949. 
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Cheek Issues Ruling on 


Replacement of Policies 
Commissioner of Insurance Waldo C. 
Cheek of North Carolina has issued the 
following ruling: 
Ruling No. B-31 
“In the event of the appointment of a 
receiver for any insurance company 
licensed to do business in North 
Carolina, or where an insurance com- 
pany licensed in this state shall become 
insolvent or bankrupt or shall make 
assignment for the benefit of its 
creditors, policies issued to replace the 
policies of such company may be written 
on pro rata basis to the expiration date 
of the replaced policy. Claims for reim- 
bursement by agents who issue replace- 
ment policies shall be evidenced by a 
notarized assignment of the return pre- 
mium executed by the assured to whom 
a paid-up replacement has been de- 
livered.” 





Escott Plan Operation Is 


Delayed in Pennsylvania 
Effective date for the use in Penn- 
sylvania of the so-called Escott plan 
for rating multiple location fire risks 
has been indefinitely postponed until 
a decision is reached at an Insurance 
Department’s hearing. The Middle De- 
partment Association of Fire Under- 
writers had notified its members the 
plan could be considered effective since 
it had not been disapproved within the 
statutory time limits. The Commis- 
sioner, however, has held that the call- 
ing of a hearing within that time limit 
acts as a stay to the filing becoming 
effective. 


STATE FARM MUTUAL REPORTS 


Enjoys Record Half Year; Total Volume 
Exceeds 47 Million; Gains in Pre- 
miums and Membership Fees 
The State Farm Mutual Automobile 
Insurance Co., Bloomington, IIl., enjoyed 
a record half-year of production and 
earnings for the first six months of 

1950, 

A gain of 13% in premiums and mem- 
bership fees was recorded, total volume 
exceeding 47 million dollars. Earnings 
totaled $10,846,994, including profit of 
$9,331,407 from underwriting, statement 
basis, and net investment income of $1,- 
515,587. 

In the first half of 1950, the company 
added $9,913,435 to surplus funds set 
aside for the protection of policyhold- 
ers, after provision for Federal taxes, 
dividends to policyholders, and other 
charges. 

At June 30, surplus to policyholders 
totaled $65,298,921. In addition the com- 
pany maintained reserves for unpaid 
claims aggregating $36,496,473 and for 
unearned premiums $22,597,145. Assets 
at mid-year were $132,238,715. 

Earned premiums for the first six 
months of 1950, exclusive of member- 
ship fees, were $43,458,927. Losses of 
$20,265,704 were incurred. Loss adjust- 
ment expenses were $6,913,158, and un- 
derwriting expenses $6,878,807. 


On Portland, Ore., Board 


Portland, Ore., Aug. 23—New trustees, 
elected for two-year terms are George 
H. Covell, Ralph W. Fullerton, W. B. 
Johnson, Frank T, Koehler and R. 
Milton Nolte who have been added to 
the board of Portland Association of 
Insurance Agents. 














PEDIGREE COUNTS — ENGLISH SETTER — Origin dates back 
to 16th century and is still first in popularity today as a hunting 
dog. Handsome, brave and affectionate — a good house dog. 


; The Northern Assurance was organized in 1836 as an Agency 
Company. It has remained so All-Ways. 
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South Amboy Report 
Stresses Prevention 


“INADEQUACIES” ACCOUNTABLE 


Foreword Editorializes on Lessons To 
Be Learned From Shocking 
May 19 Disaster 








Commenting on the lessons in fire 
prevention and preventive measures to 
be taken against recurrence of such 
catastrophes as the South Amboy ex- 
plosion of May 19, the report prepared 
jointly by the National Board of Fire 
Underwriters and the Fire Insurance 
Rating Organization of New Jersey, 
which was summarized in The Eastern 
Underwriter of August 18, points out 
several “deficiencies and inadequacies” 
probably accountable for the appalling 
destruction. These observations in a 
foreword signed by W. E. Mallalieu, 
general manager of the National Board; 
John A. Neale, chief engineer, and 
Mathew M. Braidech, research director, 
members of the NFBU committee on 
fire prevention and engineering stand- 
ards; and Leon A. Watson, general 
manager of the New Jersey rating or- 
ganization, follow: 

“When sudden destruction and havoc 
visited the trans-loading marine terminal 
in South Amboy and its cross-the-bay 
neighbor, Perth Amboy, during the eve- 
ning of May 19, the Amboys became 
heralded locations of another tragedy— 
much like Texas City in the wake of its 
disaster in 1947. This latest port explosion 
stressed again the perils of large-scale 
handling of explosives and other poten- 
tially-dangerous articles. Attention was 
immediately focussed on deficiencies and 
inadequacies that might be accountable 
for the needless human suffering and 
unwarranted heavy economic burdens. 

“This report is directed principally 
to the prevention of recurrence of simi- 
lar mishaps and, thereby, to the preser- 
vation of life and property. Recording, 
studying, and applying the experiences 
of others is a basic safety activity. In 
the final analysis, development of proper 
safeguards and suitable protective meas- 
ures is based primarily on the study of 
past accidents and experiences dearly 
bought. 

“Lessons Learned” 

“Several important matters are to be 
spotlighted as ‘lessons learned.’ It cer- 
tainly is necessary to give special heed 
to the problem of unsuspecting two-way 
encroachment of our growing communi- 
ties and expanding hazardous enterprises 
on each other in areas that a relatively 
few years ago were sparsely settled and 
isolated, and have since developed into 
‘centers of concentrated habitation’ and 
vulnerable ‘high-value districts.’ The 
tragic South Amboy experience heavily 
underscores the need for more frequent 
industrial surveys and periodic reviews 
of municipal zoning and extended plan- 
ning. It is bitter to note that only a few 
days before the blast, a long overdue 
restricting order, based on ‘cumulative 
apprehension’ over the crowding of the 
marine facilities and congested popula- 
tion, was temporarily relaxed to permit 
special handling of 300,000 Ibs. of ex- 
plosives or 600 times the maximum per- 
missible quantity. Ironically enough, 
the Coast Guard authorities have been 
proved correct in their estimates of 
the threatening hazards in handling ex- 
Plosive cargo in the South Amboy loca- 
tion—reconfirming the important safety 
value of the American Distance Tables. 

“Looseness” in Inspection 

“Facts made public during the Coast 
Guard inquiry tend to bring out a de- 
gree of ‘disjointed looseness’ in official 
approvals and inspection of munitions 
assemblies, particularly in the commer- 
cial procurement of munitions previously 
considered unsafe and withdrawn from 
Production and use by the military. This 
points up the stern necessity for all 
safety measures in explosives handling 
to be continuously and rigidly enforced 
with greater diligence. Safety with ex- 
plosives must be scrupulously observed 
and nurtured at all levels, stemming 
from the topmost stratum of manage- 





ment down through engineering and 
operating levels, including, in particular, 
critical points in manufacture, assembly, 
packing, and transportation. This sad 
experience demonstrates that too much 
reliance should not be placed on the 
ordinary, routine ‘self-policing’ practice 
sanctioned under current regulations. 
Realizing that the Federal bureaus con- 
cerned are already burdened and under- 
manned, more _ intensified assistance 
should be afforded by other interested 
public and semi-public agencies, and, 
wherever necessary, outside inspection 


services should be provided. State and 
local municipal enforcement of Federal 
safety regulations should be explored on 
an avenue of minimum expense and 
maximum protection. 

“We are faced with this warning 
catastrophe at the every beginning of a 
growing movement of munitions. The 
shipment of significant amounts of mili- 
tary material to various outposts of the 
world is rapidly becoming a problem of 
serious proportions. Public press disclos- 
ures show that more than 1,600 arms 
export licenses were granted last year. In 


a recent three-month period, over 152,- 
000 tons of military munitions have left 
our harbors to friendly countries. This 
appears to be just a first installment in 
a large armament program. Internal 
security demands a protective coverage 
of our waterfront facilities by expansion 
of authority and the enlargement of the 
activity of the United States Coast 
Guard to some in-between peacetime and 
wartime footing. The establishment of 
a port warden, along with the enactment 
of appropriate municipal ordinances by 
(Continued on Page 34) 





An advertisement similar to this appears in SATURDAY EVENING POST, August 12 and in NEWSWEEK, September 18 


eee ee ESR ROR SE Rw He OH Oe * 











+ PEER S&S Be CER SR & & 


Insurance Companies 


New Vork 


America has come a long way since Colonial days. 
With its progress have come new inventions—great 
industrial development—yes, and new hazards. 

As the nation has grown, so insurance has grown 
with it. For over 78 years, the Great American 
Group of Insurance Companies has kept abreast 
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“Colonial Days in New York”—Showing Liberty and William Streets, 
now the site of the Great American Building. Drawing by Dan Beard. 
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of progress by helping to develop new forms of 
protection to meet the ever increasing demands 
of a complex society. 

Call one of Great American’s 16,000 local agents, 
or your broker, to learn how simple and inexpen- 
sive it is to protect yourself and your possessions. 
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INSPECTION BUREAU FILINGS 





Includes Endorsements for Farm Poli- 
cies; Extended Coverage Rates Un- 
changed; Other Rule Book Changes 
New filings of the Kansas Inspection 
3ureau effective August 14 included cat- 
tle theft and farm machinery theft en- 
dorsements for farm policies. Rates for 
either are 10 cents annual, 25 cents for 
three years or 40 cents for five years 
under the cash or single payment plan. 
Lumber yards are given a flat 20% in- 
crease over present published fire rates 
if rated under Lumber Yard Schedule. 
Extended coverage endorsement rates 
are unchanged. Other rule book changes 
include a change in Contingent Business 
Interruption and B. I. Premium Adjust- 
ment endorsement and filing of a new 
Molten Glass and a Molten Metal Cov- 
erage, either requires a 10% increase 

over the normal fire rate. 

Replacement cost insurance is now ap- 
proved in Kansas to be written under 
a new uniform form 158 R. One hundred 
per cent co-insurance is mandatory and 
buildings and their pertinent machinery, 
fixtures and equipment which are eligible 
to be covered with the building item 
are eligible to the coverage other than 
one and two family dwellings, private 
boarding rooming houses, sisters and 
nurses homes with five rooms or less, 
and outbuildings in connection with any 
of the latter. The rate is the 90% co- 
insurance rate. Some changes in the 
short rate and cancellation rules are 
also adopted. 


L. T. Jones New President 
Of Town Mutual Dwelling 


Des Moines, Aug. 23—Lester T. Jones 
of Des Moines, vice president of Town 
Mutual Dwelling Insurance Co. has 
been elected president of the company 
to succeed the late B. Rees Jones, his 
uncle, who died recently. 

The new president has been with the 
company for 26 years, having joined the 
home office staff in 1923. Since that 
time he has been connected at various 
periods with all departments of the 
company’s operation. , 

In 1931 he was named assistant sec- 
retary and in 1934 was elected vice 
president. He has been especially active 
in building the agency department. 

He was president of the Iowa Asso- 
ciation of Mutual Insurance Companies 
last year and at the present time is a 
member of the board of the national 
association. 

C. L. Henschel of Des Moines was 
named to the board. Mr. Henschel has 
been with the company 20 years and 
has been assistant secretary since 1942. 





ALLSTATE PROMOTES WILLIAMS 

Eugene F. Williams, vice president of 
the Allstate Insurance Co., auto insur- 
ance subsidiary of Sears, Roebuck and 
Co., announces the appointment of Clar- 
ence J. Weiss as assistant vice president 
and general sales manager in charge of 
renewal sales. He has been associated 
with Allstate since 1934. 














NEW 








INCORPOIX ATED 
a 


YORK 





American Equitable Assurance Company of New York 
Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 
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Minnesota Federation 
Annual Set for Sept. 18 


Minneapolis, Minn., Aug. 23—The an- 
nual meeting of the Insurance Federa- 


tion of Minnesota has been set for 
10:30 a.m. Monday, September 18, at 
Hotel Radisson, Minneapolis. Luncheon 
will follow the meeting. It is expected 
between 400 and 500 insurance men and 
women and their guests will attend as 
the luncheon speaker will be Ike Arm- 
strong, newly-appointed director of 
physical education and athletics at the 
University of Minnesota. 

C. W. Hall, president of the North- 
western Fire & Marine and federation 
president, has appointed the following 
committee on arrangements: C. S. Laid- 
law, president, Minnesota Farmer Mu- 
tual, Minneapolis, chairman; Jess D. 
3radley, vice president and secretary, 
MacGregor - Bradley, Inc., Duluth; 
Ronald M. Hubbs, assistant to the presi- 
dent, St. Paul Fire & Marine, St. Paul; 
Henry Gunthunz, president, Anchor 
Casualty, St. Paul, and Ellis J. Sherman, 
White & Odell Agency of the North- 
western National Life, Minneapolis. 





UNGER JOINS ROSELIUS AGENCY 

Dale E. B. Unger has become a 
partner in the Carrie Roselius Insur- 
ance Agency at West Alexandria, Ohio. 
The name of the concern has been 
changed to Roselius Insurance Agency, 
Carrie Roselius and Dale E. B. Unger, 
agents. 
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FIRST FIREPROOFING... 
On March 17, 1735, Obadiah 
Wyld obtained an English pat- 
ent for “making or preparing 
paper, linen and canvas and 
such like substances which 
will neither flame nor retain 
fire, by mixing alum, borax, 
vitriol or copper as dissolved” 
and dipping the fabrics into 
“a strong infusion of the said 
materials in water or thin size 


made hot.”’ 


Companies, as members of the National Board of Fire 
Underwriters, are ever mindful of the efforts being 
made to devise more modern methods of fireproofing. 


NATIONAL UNION 
and BIRMINGHAM 
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New York Board Losses 


Show Increase in Number 


Comparative statement of losses for 
July assigned to the New York Board 
of Fire Underwriters shows 539 losses 
in the territory in the amount of $700,- 
585, as compared with 305 losses in July, 
1949, in the amount of $817,428. This 
is a percentage increase in number of 
losses of 17.7% and decrease in amount 
of 14.3%. 

For the first seven months of the 
year there were 2,987 losses in the 
amount of $9,125,760, as compared with 
$12,171,524 for the similar period of 
1949, making an increase in number of 
27.3% and decrease in amount of 24.7%, 





California Warned 


(Continued from Page 1) 


their practice of granting rate reduc- 
tions to some but not all policies so 
eligible constituted unfair discrimination 
and was in violation of Section 1852 of 
the California Insurance Code. It is 
expected that all insurers will review 
their practices in applying rate revisions 
and will amend or endorse all eligible 
policies to reflect such rate changes. 

“A review and report of the insurer’s 
practice in applying rate revisions will 
be a part of all rating and underwriting 
examinations made by the Bureau of 
Rate Regulation of the Department of 
Insurance.” 
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America Fore Writing 
Declines in 6 Months 


DROPS $5,258,595 in HALF-YEAR 





Continental and Fidelity-Phenix Report 
to Stockholders Smaller Profit in 
Semi-Annual Underwriting 





Semi-annual reports of the Con- 
tinental and the Fidelity-Phenix Fire 
to stockholders showed that the com- 
bined net premiums for both these 
companies of the America Fore Group 
decreased $5,258,595 in the first half of 
this year to $57,550,558. 

The Continental reported net pre- 
mium writings of $31,367,390 for the 
first six months, a decline of $3,257,813 
or 9.5% from the volume written in the 
corresponding period of 1949. During 
the first half of this year, the com- 
pany increased its unearned premium by 
$319,880, This compares with an increase 
of $3,366,371 in the first six months of 
1949. 

Losses of the companies were $895,- 
372 higher at $14,838,034, while expenses 
were down $291,482 to $12,932,152 in the 
six-month period ending June 30. 

Investment Increase 

Underwriting profit of the Conti- 
nental for the first half of 1950 came 
to $3,277,323, a decline of $815,214 from 
the profit experienced in the first half 
of 1949. The net investment income, 
however, increased $405,014 to $3,667,924. 
Net surplus as of June 30 amounted to 
$116,645,038, compared with $115,946,661 
at the end of 1949, 

The Fidelity-Phenix Fire reported net 
premium writings for the first half of 
this year of $26,183,168, a decrease of 
$2,000,782 from the premiums written 
in the six-month period ending June 
30, 1949. Jt increased its unearned pre- 
mium reserve by $481,116, while in the 
first half of 1949 it raised this reserve 
by $2,419,725. 

Losses of the Fidelity-Phenix in- 
creased $306,652 in the first half of this 
year to $12,192,949 from $11,886,297 in 
the similar months of 1949, Meanwhile, 
expenses held steady at $10,633,777. 

Underwriting profit was reported at 
$2,875,325, a decrease of $369,930 from 
the profit shown in the first half of last 
year. The investment income was $287,- 
832 higher at $2,843,074. Net surplus as 
of June 30 came to $101,575,007, against 
$100,328,944 six months earlier. 


Big Bil 


(Continued from Page 25) 





citizens of the stricken communities 
stood up remarkably well throughout 
their ordeal. Government civil defense 
specialists, rushed to the area to observe 
community behavior immediately follow- 
ing the calamity, commented as follows, 
‘Inside of 30 minutes after the explosion 
the people of this city regained their 
equanimity.’ This quickly restored com- 
posure and calm ‘snap-back’ promoted 
unified action between civilian and mili- 
tary units. However, the on-rush of 
well-intentioned volunteer rescue groups 
and fire companies from near-by and 
distant centers, resulted in unnecessary 
action and some unwarranted confusion. 
Advance blue-printing of all reserve 
equipment and regional emergency fa- 
cilities to deal with enemy-caused, as 
well as natural and man-made catas- 
trophes, is deemed important. Mutual 
aid planning to guide the disposition of 
manpower and equipment is essential for 
effective use of available resources. 
Without adequate coordination emer- 
gency forces may be idle in one place 
while other areas are unprotected and 
in need of their services. Time will 
always be a determinant, and in these 
days when danger may arise swiftly, 
the need for rapid, smooth functioning, 
organized self-protection cannot be over- 
emphasized. Consonant with traditional 
American respect for safety, the oft- 
quoted saying: ‘Eternal Vigilance is the 
Price of Safety,’ applies with particular 
force today.” 


To Cover Frost Damage 

Los Angeles—Growers Management 
Corp. of San Francisco has applied to 
the Insurance Department for authority 
to act as attorney-in-fact for the Grow- 
ers Insurance Exchange of San Fran- 
cisco. It seeks power of attorney rights, 
right to collect premiums and surplus 
deposits and applications for insurance. 

Listed as heading the corporation are 
Arthur M. Brown of Edward Brown & 
Sons; E. Pym Jones of Ed M. Jones & 
Son and Bert W. Levit, attorney-at-law. 


The corporation is to have a governing 
board of seven members: A. M. Badger, 
Rancho Santa Fe, Calif.; Arthur M. 
Brown; L, P. Fuller,, Canoga Park, 
Calif.; Charles E. Gibbs, San Francisco; 
F. S. Gunter Redlands, Calif.; E. Pym 
Jones; and Ray R. McLain, Visalia, 
Calif. The corporation is to have 1,000 
shares of stock of $10 par value. 

The Exchange, if and when organized, 
plans to write “Loss caused by frost or 
freeze occurring during the policy term 
on the described premises, to the in- 
sured’s interest in charges and expenses 


incidental to the production of the spe- 
cified crop, to the extent only that 
charges and expenses exceed the actual 
receipts (if any) from the sale of the 
specific crop, subject to ihe definitions, 
limits of liability, exclusions, conditions 
and terms of this policy.” 

It will be remembered that in the 
early ’30’s a pool of admitted stock car- 
riers wrote against frost damage for cit- 
rus fruits, with Allen T. Archer & Co., 
representing the pool. Two or three bad 
year’s experience caused the abandon- 
ment of the plan. 
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The first time the Fox saw the Lion he was paralyzed with fear. But 
upon each succeeding time the Fox became less afraid until his origi- 
nal fear vanished. So have we in America, over the years, become so 
used to government controls, supports and restrictions that we no 
longer realize their menace to the “free economy” upon which was 
built the American way of life. 

John Stuart Mill said, “Every function super added to those already 
exercised by the government... converts, more and more, the active 
and ambitious part of the public into hangers-on of the government, 
or of some party which aims at becoming the government.” 





Head Office: 401 California 


FIRE » AUTOMOBILE -* MARINE © CASUALTY * SURET 


Street, San Francisco 20, California 
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FIREMAN’S FUND INSURANCE COMPANY « HOME FIRE & MARINE INSURANCE COMPANY 
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South Amboy 


(Continued from Page 31) 


local governments will materially insure 
the closing of unprotected gaps and pro- 
mote the needed protection from fire 
and explosion. The splendid record in 
handling more than 50,000,000 tons of 
military explosives during World War 
II attests to value of alert and respon- 
sible enforcement. 


Lesson in Preparedness 


“This unfortunate explosion becomes 
a study in disaster-preparedness, empha- 
sizing, in particular, the need for cen- 
tralized, top-level coordination of all 
outside relief and emergency services. 
The citizens of the stricken communi- 
ties stood up remarkably well through- 
out their ordeal. Government civil de- 
fense specialists, rushed to the area to 
observe community behavior immediate- 
ly following the calamity, commented as 
follows: ‘Inside of 30 minutes after the 
explosion the people of this city regained 
their equanimity.’ This quickiy-restored 
composure and calm ‘snap-back’ pro- 
moted unified action between civilian 
and military units. However, the on- 
rush of well-intentioned volunteer rescue 
groups and fire companies from near- 
by and distant centers, resulted in un- 
necessary action and some unwarranted 
confusion. Advance blue-printing of all 
reserve equipment and regional emer- 
gency facilities to deal with enemy- 
caused, as well as natural and man-made 
catastrophes, is deemed important. Mu- 
tual aid planning to guide the disposition 
of manpower and equipment is essential 
for effective use of available resources. 
Without adequate coordination, emer- 
gency forces may be idle in one place 
while other areas are unprotected and in 
need of their services. Time will always 
be a determinant and, in these days 
when danger may arise swiftly, the need 
for rapid, smooth-functioning, organ- 
ized self-protection cannot be over- 
emphasized. Consonant with traditional 
American respect for safety, the oft- 
quoted saying, ‘Eternal vigilance is the 
price of safety,’ applies with particular 
force today. 
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Louisville Fire Expects 
To Gross Over $5,500,000 


Charles G. Tachau, president of the 
Louisville Fire and Marine Insurance 
Company, who recently returned from 
a trip to England, reports that he ar- 
ranged some “very excellent” reinsur- 
ance contracts while he was abroad. 
As a result of the acquisition of a 
number of agents who formerly repre- 
sented the Rhode Island and Wm. Penn 
insurance companies, Mr. Tachau said 
that Louisville Fire and Marine expects 
to write a gross of more than $5,500,- 
000 this year. 


Chicago Companies Report 
Good Business for 1949 


Chicago, August 23—About 180 fire 
insurance companies out of 280 which 
reported their net fire premiums last 
year to the city comptroller’s office 
here already have filed for the fiscal 
year ended June 30, with the apparent 
result that they are doing about as 
much business as last year. 

In all 1949, the total tax collected 
under the 2% levy for the purpose of 


maintaining the fire department was 
set at $738,734.90, as against $703,735.62 
in the previous period. Returns this 
year have been excellent, with a re- 
ported $400,000 in tax collections al- 
ready received. It was stated that the 
companies are well indoctrinated and 
are accustomed to paying their taxes 
on time and without question. 

Net premium returns for tax pur- 
poses are apparently about the same as 
for the preceding fiscal year, but offi- 
cials estimate that the war effect, as in 
World War II, will boost premium 
income. 


Building Codes Committee 
An item on Page 20 of The Eastern 
Underwriter for June 23 referred to the 
Joint Committee on Unification of 
Building Codes as an activity of the 
National Fire Protection Association, 
James K. McElroy, assistant technical 
secretary of the NFPA points out that 
the association is a participant along 
with the other organizations listed in 
the despatch, rather than a sponsor of 
the JCUBC, a group working under the 
chairmanship of W. E. Mallalieu, gen- 
eral manager of the National Board of 
Fire Underwriters. 











help along the way... 


A client’s insurance objectives often require special 
interpretation and direction. We stand ready to render brokers reliable 


assistance in paving the way to a desired goal. 
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189 Montague St., Brooklyn, N. Y. 
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New Book Discusses 
Transportation Cover 


COURT DECISIONS SURVEYED 





Gwertzman, Attorney, Interprets Law 
for Underwriters, Agents and Brokers 
as Ready Reference 





“The Law of Transportation and Its 
Relation to Transportation Insurance,” 
by Max J. Gwertzman, Macade Press, 
Larchmont, N. Y. 

This book, is divided into two parts: 
the first is devoted to a study of the law 
of transportation insofar as it effects 
shippers, consignees and carriers of 
goods; the second is devoted to a legal 
analysis of the various clauses found in 
the usual transportation insurance con- 
tract used by carriers and shippers of 
goods. 

In writing this book, the author has 
attempted to simplify the various ele- 
ments in both the law of transportation 
and the law of tranportation insurance 
so that they will readily be understood 
by the insurance underwriter, the in- 
surance loss adjuster, the insurance 
broker and agent, the buyer of insur- 
ance, the traffic manager, the carrier’s 
claim representative and all other per- 
sons who are in intimate contact with 
the business of transportation and with 
the business of transportation insurance. 


Gives Court Decisions 


This book, for the first time, makes 
available a simplified text, fortified with 
annotations appended to each page, giv- 
ing the latest and most comprehensive 
decisions by the courts and other auth- 
orities on the subject matter involved. 
This feature of the book makes it valu- 
able not only to the layman but to the 
attorney who desires a quick reference 
to the subject matter and a starting 
point from which to make a compre- 
hensive research of the subject. 

Special attention has been paid to 
such complicated subjects as “What con- 
stitutes a common carrier,” “How a com- 
mon carrier can limit his liability,” “The 
proper measure of damages which can be 
assessed against a common carrier” and 
also, “The proper method of filing claim 
and suit against the common carrier, 
both in interstate and intrastate com- 
merce.” 

The legal analysis of the transporta- 
tion insurance contract makes available 
to all parties legal precedents from 
which an interpretation of the contract 
can readily be made. 

These features distinguish the book 
from all others that may have been 
published along these lines and provide 
for the first time, a comprehensive out- 
line with a proper legal background 
for the most important features of the 
law of transportation and the law of 
transportation insurance. 

The author has specialized in insur- 
ance law for over 20 years. He is a 
member of the Bar of the State of New 
York and holds the degree of LL.B. 
from C.C.N.Y. and the degrees of J.D. 
and J.S.D. from New York University. 
He was elected to Phi Beta Kappa in 
1926, and has acted as an attorney for 
the Royal Insurance Company, The 
Liverpool, London & Globe and its affili- 
ated subsidiaries, the Commercial Union 
Assurance, the Great American, the loss 
committee of the New York Board of 
Fire Underwriters, the Liberty Mutual 
Fire, the Associated Reciprocal Ex- 
changes, the Central Manufacturers Mu- 
tual Fire and various other insurance 
companies throughout the country. The 
book is based upon his experience as a 
Practicing attorney and is an attempt to 
clarify those problems which appear to 
arise most often and to be most con- 
fusing, 


Louisville F. & M. Elects 
L. Miller Vice President 


Charles G. Tachau, president of the 


Louisville Fire & Marine, announces 
that Leslie Miller has been made vice- 
president of the company.. He was 
formerly vice-president of the General 
of Seattle and was in charge of its 
eastern division in New York City. He 
was formerly in the insurance busi- 
ness in San Francisco and Los Angeles. 
He is a graduate of Stanford Uni- 
versity. He succeeds»Thomas E. Gas- 
kill who resigned to take over an insur- 
ance agency in Wilmington, Del. 





Canadian Appointments 


John J. Choate, former eastern On- 
tario inspector for the London Assur- 
ance, has been appointed inland marine 
superintendent at the head office in 
Montreal. J. J. Robinson, formerly 
with the London & Lancashire group, 
becomes inspector in eastern Ontario. 


Boston Library Plans 


Night Insurance Course 

The Insurance Library Association of 
Boston will conduct evening courses 
in fire, casualty and inland marine, as 
well as general principles of insurance, 
during the coming year, Librarian Ab- 
bie G. Glover announces. If there is 
sufficient demand, it will also give a 
discussion course on the Massachusetts 
standard fire policy and an ocean 
marine course. 

The fee for each of the courses is 
$15, which includes use of the library 
and the registration for the examina- 
tions of the Insurance Institute of 
America. Details may be had from Miss 
Glover at the Insurance Library, 89 
Broad Street, Boston. 





Defer Wm. Penn Hearing; 


Reinsurance Plan Pursued 


At the request of the Wm. Penn Fire, 
the Pennsylvania Attorney General, 
with the consent of Insurance Com- 
missioner Artemus C. Leslie, has post- 
poned the hearing originally scheduled 
for August 15, to August 29. The reason 
for i postponement is to enable the 
Wm. Penn Fire to pursue a new plan 
of reinsurance which appears to have 
merit, Mr. Leslie announces. 











between company and the public— 
through his efforts public opinion is 
formed — without complete knowledge of 
the business — without constant selling 
effort there can be no public opinion. The 
Agent is paid for this effort —for the 
preservation of the American Agency 
System take.honest measure of the lack of 
public opinion of the fire and casualty 


business and 


a Act Aecordingly 


ot? 


P 90 JOHN STREET 
WEW YORK CITY 





BLASTS N. J. TRUCKING LAW 





State Truck Association Head Says New 
Law Will Increase Costs Which Will 
Be Passed on to Public 

Recent legislation adopted in New Jer- 
sey involving truck transportation is 
sharply criticized as damaging to truck- 
ers and shippers in an article by Bar- 
clay W. Fox, president of the New Jer- 
sey Motor Truck Association and New 
Jersey vice president of the American 
Trucking Associations, appearing in the 
current issue of Babaco News, released 
by Babaco Alarm Systems of New York. 

The new law, which becomes effective 
next January 1, constitutes a three- 
pronged attack on motor transportation, 
according to the NJMTA president. “It 
increases license fees an average of 
25%, imposes severe axle weight limita- 
tions on payloads and provides severe 
fines for overloading which compel many 
operators and shippers to install ex- 
pensive weighing equipment,” he states. 

“The combined effect of these three 
major changes in the motor vehicle law 
will be to compel both public and pri- 
vately owned carriers to make many 
changes in their operating programs that 
will unquestionably so increase costs 
that they cannot be absorbed by the 
industry, but eventually will have to 
be passed on in the form of higher 
tariff and delivery costs,” is the con- 
clusion of Mr. Fox, who is affiliated with 
the Anchor Motor Freight Corp. 

Mr. Fox says the New Jersey action 
is particularly unforunate coming as it 
does just as the NJMTA was launching 
its new long-range public relations pro- 
gram. He said this program is con- 
tinuing and will be expanded. Part of it 
is a road service designed to check 
and report irresponsible or dangerous 
driving practice and operate as _ self- 
policing machinery on the part of truck- 
ers. When expanded, this road patrol 
service will cover all major state high- 
ways, two-way radio making it doubly 
effective. 


Atlantic All-Risks Rider 


Available in Pennsylvania 


Atlantic’s new all-risks dwelling en- 
dorsement, which was accepted for use 
in New York State, April 6, and has 
since been accepted in several other 
states, is now available in Pennsylvania, 
J. A. Bogardus, president of the Atlantic 
Mutual and the Centennial, announces. 
The dwelling all-risks endorsement is 
designed for optional attachment to a 
standard fire policy with extended cov- 
erage. It affords the home owner more 
compreherisive protection against phys- 
ical damage to his house than has been 
available heretofore, 








Cotton Buyers’ Transit 
Cut 28% in North Carolina 


Commissioner of Insurance Waldo C. 
Cheek of North Carolina announces a 
reduction of approximately 28% in the 
rates filed by the Inland Marine In- 
surance Rating Bureau for cotton buy- 
ers’ transit insurance. This type of in- 
surance is written by companies who 
write cotton marine. Due to the nature 
of this type of insurance, it is impossible 
to estimate the amount of savings in- 
volved. This reduction is effective 
August 1. 


LOYAL AUTO TO SELL STOCK 

Loyal Automobile Insurance Co., Los 
Angeles, has applied to the Insurance 
Department for a permit to issue and 
sell 100,000 shares of its $1 par capital 
stock. on the basis of 30,000 shares to 
be sold at a price of $2.50 per share 
with preemptive rights to its California 
stockholders to buy at a 10% discount 
if the right is exercised within 60 days, 
and 50,000 shares at $3 per share to 
bona fide California residents. 





PURCHASES AGENCY IN OHIO 

The Graham & Hubbell Insurance 
Service of Frazeysburg, Ohio, has been 
purchased by Fred W. Gardner of 
Zanesville as of September 1. 
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Swiss Company Bids for 
American Casualty Co. 


OFFERS TO PURCHASE STOCK 





American Casualty Directors Favor Ac- 
cepting Accident & Casualty Offer; No 
Management Change Contemplated 

The Accident & Casualty Co. of Win- 
terthur, Switzerland, of which Ogden 
Davidson is United States manager, has 
made an offer to purchase the stock of 
the American Casualty Co. and its affili- 
ate, the American Aviation & General 
Insurance Co. of Reading, Pa., and Pres- 





OGDEN DAVIDSON 
U. S. Manager, Accident & Casualty Co. 


ident Harold G. Evans of the two Read- 
ing companies has advised stockholders 
that the board of directors recommends 
acceptance of the offer. 

The Accident & Casualty has offered 
to purchase outstanding stock of Amer- 
ican Casualty at $22 per share or $7,607,- 
556, the offer being contingent upon its 
acquiring at least 70% of the outstand- 
ing stock by the close of business 
September 15. 


No Change in Management 


In his letter to stockholders, Mr. 
Evans stated that the American Casu- 
alty will continue to operate in the same 
manner in which it is currently operat- 
ing, that it will continue to maintain 
its executive and administrative offices 
in Reading and that there will be no 
change in management if the transac- 
tion is consummated. 

Premium volume of the companies in 
the first half of this year amounted to 
$15,595,919, an increase of $3,202,039, or 
25.84% from the corresponding period 
last year. Referring to the increase 
in writings, Mr. Evans pointed out to 
stockholders that “the need of additional 
capital funds is more pronounced now 
than during the fall of 1948” when the 
company started to pay dividends in 
stock rather than cash. 

“Under the present tax law,” he contin- 
ued, “it is most difficult and extremely 
slow process, even without paying cash 
dividends, to increase capital funds by 
retention of operating profits. The pro- 
posed increase in the tax rate will make 
a program correspondingly more diffi- 
cult.” 

Declaring that the company could 
add approximately $885,000 to surplus 
through the sale of 104,202 shares of 





HAROLD G. EVANS 


President, American Casualty Co. 


authorized but unissued stock, Mr. 
Evans stated that the proceeds to sur- 
plus would be less than the company 
would be obligated to pay in cash divi- 
dends during the next two years if such 
dividends were at the rate of $1 per 
share. “Not only would the proceeds 
from such a sale be grossly inadequate,” 
he emphasized, “but the dilution of 
stockholders’ equity would not be to the 
best interest of the company and stock- 
holders.” 

The Accident & Casualty, on the other 
hand, intends to invest an additional 
amount in preferred stock of the com- 
pany and will permit underwriting and 
investment earnings to remain in the 
company until a “proper relationship” 
between premium volume and capital 
funds is established, the president stated. 
Under such a program, he added, it is 
doubtful that any cash dividends would 
be paid on the capital stock for some 
time. 

Operates in All States 

The American Casualty at the end of 
1949 had approximately 3,126 stockhold- 
ers and operates in all states, the Dis- 
trict of Columbia and Alaska with close 
to 7,000 agents, writing practically all 
casualty lines. 

During 1949 the United States branch 
of the Accident & Casualty wrote net 
premiums of $6,578,000, against $6,035,- 
000 in 1948. 


HILL, MacKENZIE PROMOTED 





Maryland Casualty Makes Former As- 
sistant Manager at Boston; Latter 
Bonding Manager in That Office 


Maryland Casualty announces two 
further promotions in its Boston office. 

Francis T. Hill, manager of the casu- 
alty department, has been appointed 
assistant manager of the Boston office, 
effective September 1. Mr. Hill, who 
came with the company in 1921, has 
been manager of the Boston casualty 
department for the past 13 years and 
will continue to be in charge of all 
casualty operations of that office. 

J. Kenneth MacKenzie has been ap- 
pointed manager of the bonding depart- 


ment of the Boston office, effective 
October 1. For ‘the past seven years 
Mr. MacKenzie has been assistant 


manager of the Maryland’s Harrisburg 
(Pa.) office and has been in charge of 
all bonding in that office. 

Both Mr. Hill and Mr. MacKenzie 
have had wide experience in the under- 
writing and production of their insur- 
ance specialties. 





VERNON H. OLSON PROMOTED 





New Amsterdam Names Him Assistant 
Manager at Pittsburgh; Office Headed 
by Bokman to Observe Anniversary 


The New Amsterdam Casualty Co. 
announces that as of September 1, 
Vernon H. Olson will become assistant 
manager of its Pittsburgh branch office. 

Mr. Olson is a graduate of the Uni- 
versity of Minnesota, has been with the 
Hartford Accident & Indemnity Co. 
since 1926 as safety engineer, service 
office manager at Altoona, Pa. and 
senior special agent in the Pittsburgh 
office. He is a past president of the 
Casualty Association of Pittsburgh, di- 
rector of Insurance Club of Pittsburgh, 
has been active in insurance trade 
organizations and as an instructor in 
Pittsburgh Insurance School. 

On October 1, the Pittsburgh branch 
will celebrate its 25th anniversary under 
the supervision of Resident Vice Presi- 
dent Charles H. Bokman, who opened 
this branch on October 1, 1925, and has 
been in charge continfiously since that 
time. 





W. R. Sichol Resigns From 
Continental Casualty Co. 


William R. Sichol announces that he 
has resigned from the Continental 
Casualty Co. where he has been pro- 
duction manager of the metropolitan 
department in New York. His resig- 
nation is effective September 1. 

Mr. Sichol plans to vacation away 
from the city until October 1 and upon 
his return at that date he will announce 
his future plans, 
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Auto Casualty Manual 
Is Revised by Bureay 


MAY BE MADE _ RETROACTIVE 





Named Operator Policy Completely Re. 
vised as Named Non-Owner Policy; 
Other Changes Have Been Effected 

The National Bureau of Casualty Un- 
derwriters is now distributing revised 
pages for the automobile casualty man- 
ual containing changes effective August 
28, 1950. These changes may be applied 
retroactively to policies written to be- 
come effective between July 1, 1950 and 
August 28, 1950. This revision, which is 
effective in all states except Massachu- 
setts, Texas, Virginia and the Territory 
of Hawaii, contains the following more 
important rule changes: 

1, Automobile medical payments in- 
surance with respect to private passen- 
ger automobiles, Class 6 automobiles and 
certain farmers’ trucks is newly afforded 


for limits of $3,000, $4,000 and $5,000. 
Named Operator Policy Revised 


2. The named operator policy rule has 
been completely revised under the new 
title “named non-owner policy” with 
coverage afforded to the named insured 
and spouse, The new rates under this 
rule are keyed to the classes contained 
in the private passenger automobile 
classifications rule and provide lower 
rates for named non-owner risks ac- 
cording to the nature and extent of use 
of automobiles by non-owners. 

The commercial Class 6 rates are 
now available to specified commercial 
classifications such as cabinet makers, 
carpenters, electricians, painters, plum- 
bers, etc., if the load capacity of the 
automobile is 1,500 pounds or less. 

4. By reason of the prevailing high 
court verdicts and the adverse experi- 
ence of reinsurance companies, a new 
guide (a) rate program for automobile 
increased limits has been announced 
with tables of basic charges and in- 
creased limits factors for limits in ex- 
cess of basic limits. Both the basic 
charges and the increased limits factors 
contained in the new tables are minimum 
amounts to be charged for increased lim- 
its. For limits in excess of $5/10,000 
bodily injury and $5,000 property dam- 
age for vehicles used to transport anhy- 
drous ammonia, explosives, gasoline and 
liquefied petroleum gases it is now nec- 
essary to refer to companies for rates. 
With respect to all other vehicles, refer- 
ence to company is likewise necessary 
for increased limits in excess of $300,- 
000 per accident of bodily injury and 
$50,000 per accident of property dam- 
age. 


Private Passenger Plan Adopted 


In addition, the National Bureau an- 
nounces that effective August 28, 1950 
the new private passenger classification 
rating plan, announced March 20, 1950, 
for most states, is now applicable in 
Connecticut, Florida, Puerto Rico and 
Tennessee. The introduction of the new 
classification plan in these jurisdictions 
produces an increase in the rates for 
individually owned private passenger car 
risks with an operator of the automobile 
who is under 25 years of age and a resi- 
dent in the insured’s household. : 

For the states of Connecticut, Florida 
and Tennessee, reduced rates will apply 
for some insureds as the result of the 
elimination of the mileage factor from 
the classification procedure. This reduc- 
tion will apply in the case of individually 
owned private passenger cars not used 
in business and operated in excess of 
7,500 miles a year provided there is no 
under-age operator of the automobile 
residing in the household of the insured. 





Frank Lang Back 


Frank Lang, director of research, 
Association of Casualty and Surety 
Companies, has returned from Europe. 
He visited companies in France, Swit- 
zerland, Germany, Austria and Italy. 
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Advertising Conference 
Program Is Announced 


TO MEET AT W. DENNIS, MASS. 





Weston Smith, Cartwright and Boyle 
To Be Featured Speakers; Round 
Table Scheduled; Ely Will Preside 





With Weston Smith, Financial World; 
Levering Cartwright, managing editor, 
National Underwriter, and Joseph E. 
Boyle, vice president, J. Walter Thomp- 
son Co., listed as featured speakers, the 
Insurance Advertising Conference has 





Jean Raeburn, N. Y. 
WESTON SMITH 


released the tentative program for its 
annual meeting at the Lighthouse Inn, 
West Dennis, Mass., September 17-19. 

On Sunday evening, September 17, 
there will be a buffet supper, followed 
by showings of the latest moving pic- 
ture releases of the National Board of 
Fire Underwriters and Time Magazine. 

On Monday morning the meeting will 
begin with a new members breakfast, 
and following registration, the formal 
opening will take place with President 
Dwight P. Ely, production manager, 
Ohio Farmers Insurance Co., presiding. 
There will be a round table discussion 
at this session on “Is the Advertising 
Manager a Sales Manager?” 


Smith to Speak at Luncheon 


Mr. Smith will be luncheon speaker, 
his subject to be “Your Annual Report 
and Public Relations.” No session will 
be held in the afternoon. At the annual 
dinner that evening, Theodore M. Bud- 
long, National Board of Fire Under- 
writers, will serve as toastmaster. Mr. 
Cartwright will be the dinner speaker. 

On Tuesday morning, the business 
session with election of officers will 
be held. Two speakers, to be announced 
later, will appear at this session and at 
the luncheon which will follow, Mr. 
Boyle will speak. 

Officers of the AIC 
registration for the meeting, either 
through Executive Secretary Maggie 
over or through Robert Stone of the 
otel. 


R. A. Walton Appointed 


The Roland A. Derosier agency of 

Providence, R. I. and Boston, Mass., 
has appointed Russell A. Walton to the 
Position of assistant manager in charge 
ot production. The Derosier agency rep- 
resents the Washington National, Massa- 
chusetts Indemnity, American Casualty, 
Continental Casualty and General Acci- 
dent as general agent. 
_ Mr. Walton has been general agent 
in Rhode Island for the Union Mutual 
Life of Portland, Me. for the past three 
years. Prior to going to Providence in 
1947, he was New England supervisor 
tor Union Mutual Life, with which he 
has been associated for ten years. 


suggest early 








CHANGE AT LLOYDS CASUALTY 





Houston Insurer to Convert to Stock 
Carrier Under Name of Pan Ameri- 
can; Owned by Gammage Interests 
Conversion of Lloyds Casualty Insurer 

of Houston, Tex., to a capital stock com- 
pany to be known as the Pan American 
Insurance Co., with capital and surplus 
of more than $500,000 and assets in ex- 
cess of $1,300,000, was announced this 
week by T. E. Gammage, Sr., president 
and chairman of the board of the group 
of Pan American companies. 

Although the Pan American has a 
multiple line charter, the company will 
continue to do a general casualty busi- 
ness and has made no immediate plans 
for writing fire insurance and _ allied 
lines. 

The management and official person- 
nel of the new company carry over trom 
its predecessor, Lloyds Casualty Insurer. 
In addition to Mr. Gammage, they are: 
Earl W. Gammage, vice president and 
general counsel; T. Earnest Gammage, 
Jr., vice president and secretary; Felix 
L. Elkins, vice president in charge of 
underwriting; Frank I. McPherson, vice 
president and treasurer; E. J. Wills, Jr., 
assistant secretary and claims attorney, 
and Robert L. Harper, assistant secre- 
tary and general claims manager. 

The Lloyds Casualty Insurer was or- 
ganized in Houston in 1939 by the Gam- 
mage interests. Mr. Gammage explained 
that the change to the capital stock type 
of company was prompted by a desire to 
increase the company’s services to 
agents. 


ANCHOR ENTERS WISCONSIN 

Anchor Casualty, St. Paul, has been 
licensed to do business in Wisconsin, 
making the 37th state, including the 
District of Columbia, in which the com- 
pany is now operating. Wisconsin busi- 
ness will be handled directly with the 
home office temporarily until agency 
and field facilities can be organized. 





Dimond Is Leader of 
Casualty Claims Course 


WILL BEGIN IN SEPTEMBER 





Kleinsmith, Merchant, Kaltman and Dr. 
Brinkman Named Instructors for 
N. Y. Insurance Society Classes 





Herbert F. Dimond, manager of the 
New York City claims department of the 
Fidelity & Casualty Insurance Co. has 
accepted the chairmanship of the com- 
mittee in charge of the casualty claims 
adjusting course of the School of In- 
surance of the Insurance Society of New 
York. Mr. Dimond, a member of the 
law firm of Caverly, Dimond, Dwyer & 
Lawler, is also manager of the law de- 
partment of the Fidelity & Casualty, and 
has been prominent in the casualty 
claims adjusting field for many years. 

In addition to Mr. Dimond, the 
school’s casualty claims adjusting course 
committee consists of: Rollin E. Talbert, 
general counsel for the Zurich General 
Accident & Liability Insurance Co.; Al- 
bert F. Kleinsmith, claims manager of 
the General Accident, Fire & Life As- 
surance Corp.; Lee G. Ingraham, man- 
ager of the Aetna Casualty & Surety Co., 
and George B. Wesley, general super- 
intendent, London Guarantee & Acci- 
dent Co. 

Will Start in September 

The course will be started in Septem- 
ber. A new pamphet, giving the con- 
tent, and the hours, fees and similar 
detail, has been prepared by the school 
and is available upon request. 

The instructors are men well known 
in their fields, and have taught for the 
school for several semesters. 

One of the committee members, Mr. 
Kleinsmith, will be the instructor in 
investigation and adjustment of casualty 
insurance claims. 

J. E. Merchant, of the Aetna Life 




















/ Of 





Victor Montgomery, President 








HERBERT F. DIMOND 


Affiliated Cos., will teach the classes in 
liability and property insurance claims— 
a subject given in cooperation with the 
New York Casualty Insurance Claim 
Managers Council. Mr. Merchant has 
offered a $25 cash prize to the student 
obtaining the highest mark in_ his 
classes. 
Kaltman Is Instructor 

The instructor in compensation insur- 
ance claims is Samuel Kaltman, who is 
a recognized authority on the subject 
and attorney for he New York City 
claim department of the Aetna Affiliated 
Companies. 

The medical jurisprudence classes will 
be conducted by Dr. John Brinkman of 
Kings County Hospital. These classes 
were started many years ago by Dr. 
S. M. Lindenbaum and have been con- 
sistently popular—many men prominent 
in insurance having taken advantage of 
this instruction. 

Registration for all these subjects 
is now being accepted at the offices of 
the School of Insurance on the 14th floor 
of 107 William Street. Further infor- 
mation may be obtained from A. Leslie 
Leonard, educational assistant, at that 
address, or by telephone. 


PACIFIC INDEMNITY REPORTS 








Wrote Premiums of $11,575,767 in First 
Six Months of 1950; Admitted Assets 
Rise; Dividend Is Declared 
The board of directors of the Pacific 
Indemnity Co. has declared the regular 
quarterly dividends of 75 cents per share, 
payable October 2 to stockholders of 
record September 15. 

Premiums written during the first six 
months of 1950, after deducting reinsur- 
ance ceded, were $11,575,767, a decrease 
of $118,238, or 1% from the writing of 
the first six months of 1949. 

Total earnings and other realized 
gains, after Federal taxes, amounted to 
$430,400, or $2.87 per share, compared 
with $402,051, or $2.69 per share for the 
corresponding period of 1949. Earnings 
for both years include estimated equity 
in expenses prepaid on unearned pre- 
miums, exclude any effect of Schedule 
“P” statutory loss reserves, and are net 
after deduction of dividends to policy- 
holders. 


Total 


admitted assets of the company 


riod of $1,228,832. Surplus to policyhold- 
ers amounted to $11,741,599 an increase 
of $177,194 since December 31, 1949. 





JOINS COMMERCIAL STANDARD 

L. W. Bohlen, Oklahoma state agent 
for the Glens Falls and former rating 
engineer with the Oklahoma Inspection 
& Rating Bureau, has been appointed 
special agent for the Commercial Stand- 


ard Insurance Co. of Fort Worth, Tex. 


in San Antonio and the valley territory 
He will work out of the Houston office 
and live in McAllen. 
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School Driver Awards 
Go to Twenty States 


BRONZE PLAQUES PRESENTED 





Association of Casualty & Surety Com- 
panies’ High School Driver Award 
Program Develops Safer Drivers 





Twenty states will receive awards for 
noteworthy progress in developing 
driver education courses in_ their 
secondary schools under the 1950 high 
school driver award program of the 
Association of Casualty & Surety Com- 
panies, 

Awards were based on detailed re- 
ports submitted by representatives ap- 
pointed by the Governor of every state, 
according to Julien H. Harvey, manager 
of the association’s accident prevention 
department. A board of leading edu- 
cators and safety specialists, meeting 
in New York, August 16, cited the fol- 
lowing states for outstanding achieve- 
ment in advancing safe driver education 
in their high schools: Arizona, Cali- 
fornia, Illinois, Indiana, Massachusetts, 
Michigan, New Jersey, North Dakota, 


Oklahoma, Wisconsin, Connecticut, 
Delaware, Minnesota, New Hampshire, 
Texas, Utah, Virginia, Washington, 


West Virginia and Georgia. 
High Schools Offer Courses 

Official reports of the 48 states which 
participated in the award program show 
that 6,995 high schools throughout the 
nation offered safe driver training 
courses during the 1949—1950 school 
year. This was an increase of 23% over 


the 1948-1949 figure of 5,678 high 
schools. During the same period the 
number of students enrolled in the 


course rose from 440,552 to 551,280, an 
increase of 25%. 

Stressing that the association’s annual 
award program, now in its third year, 
is not a contest but rather a progress 
report by which an individual state is 
given recognition for its degree of 
achievement, Mr. Harvey pointed out 
that there is still far to go before the 
final goal is reached. “Our aim,” he said, 
“is to have every eligible student in every 
secondary high school in the country 
receive a course in driver education. 
Only then will we see a substantial re- 
duction in the startling number of street 
and highway accidents which take an 
annual toll of 32,000 dead and 1,100,000 
injured at a cost of $1,100,000,000 in 
property damage. It is easy to see that 
safe driver training is as important as 
other required high school courses.” 

Three Classes of Awards 

As chairman of the board of judges, 
Ned H. Dearborn, president of the Na- 
tional Safety Council, explained that 
there are three classes of awards: 

Superior awards, representing courses 
in driver education offered in at least 
50% of the state’s secondary schools, 
with not less than 50% of eligible stu- 
dents enrolled, were given to Arizona, 
California, Illinois, Indiana, Massachu- 
setts, Michigan, New Jersey, North 
Dakota, Oklahoma and Wisconsin. 

Meritorious awards, representing 
courses in driver education in 25% of 
the secondary schools, with not less than 
25% of eligible students enrolled, went 
to ,Connecticut, Delaware, Minnesota, 
New Hampshire, Texas, Utah, Virginia, 
Washington and West Virginia. 

In addition the state of Georgia re- 
ceived a special award for exceptional 
progress in driver education activities 
during its first year of this program. 

Bronze Plaques Presented 

The awards consist of bronze plaques, 
which will be presented to the Gov- 
ernors of the winning states at appro- 
priate ceremonies. In addition, a large 
photograph of the award will be sent 
to every participating high school in the 
winning states. The board of judges, 
besides Mr. Dearborn, consisted of the 
following : 

Joseph Matthai, president, Associa- 
tion of Casualty & Surety Companies; 
Dr. John W. Studebaker, chairman, Na- 
tional Committee for Traffic Safety; 


McLAUGHLIN IN NEW POSITION 

Charles F. McLaughlin, former assist- 
ant secretary of the United States Cas- 
ualty Co. in charge of the burglary, glass 
and public relations departments, has 
been named manager of the burglary 
and glass departments of the Houston 
Fire & Casualty and the General Insur- 
ance Corp. of Fort Worth, Tex. 





Ross Bonar, Superintendent of Schools, 
Upshur County, Buckhannon, W, Va.; 
Colonel Robert T. Ellett, Jr., president, 
Porter Military Academy, Charleston, 
S. C.; Dr. Holger Kilander, United 
States Office of Education; Gordon C. 
Graham, supervisor of safety education, 
Detroit Public Schools, Detroit; Mrs. 
George Jaqua, National Chairman of 
Safety, General Federation of Women’s 
Clubs; Burt Johnson, principal, Tenafly 
High School, Tenafly, N. J.; William H. 
Lemmel, superintendent of Public In- 
struction, Baltimore; Thomas H. Mc- 
Donald, commissioner, Bureau of Public 
Roads and chairman, Coordinating Com- 
mittee, President’s Highway Safety 
Conference; Earl Newbry, president, 
American Association of Motor Vehicle 
Administrators; Dean W. Schweickhard, 
commissioner, Department of Education, 
St. Paul; Warren T. White, president, 
American Association of School Admin- 
istrators; James J. Newman, chairman, 
Inter-Industry Highway Safety commit- 
tee and M. R. Trabue, chairman, Na- 
tional Commission on Safety Education. 


SALES IDEA 
OF THE MONTH 








RESOLUTE ELECTS BALDWIN 


Makes Him Vice President; Was With 
Casualty Dept. of Yorkshire and Na- 
tional Ass’n of Insurance Agents 

Jack E. Baldwin of Providence, R.I., 
has been elected by the board of direc- 
tors of Resolute Insurance Co. to the 
position of vice president. 

A native of Illinois, Mr. Baldwin at- 
tended the University of Illinois and 
New York University. He entered the 
insurance business in 1937 with the 
Yorkshire Insurance Group in the casu- 
alty department, serving both in the 
home office and in the field. 

He is a veteran of World War II, hav- 
ing served as captain for two and one- 
half years in the South Pacific area. 

After returning from active duty he 
joined the National Association of In- 
surance Agents of New York City, as 
secretary of the technical committees of 
the association acting as liaison between 
the association and the various rating 
organizations in the industry. In Janu- 
ary, 1949, Mr. Baldwin joined the Provi- 
dence Washington Insurance Group in 
the capacity of indemnity field superin- 
tendent where he was responsible for the 
development and expansion of the casu- 
alty field and agency forces from which 
position he recently resigned to assume 
his new position with Resolute. 

Mr. Baldwin is a member. of the soci- 
ety of American Military Engineers, 
American Society of Safety Engineers 
and Reserve Officers Association. 








Tell the Whole Story 


Liability losses paid by stock insurance companies 
have nearly doubled in the past 10 years. Further- 
more, fraudulent claims are rising. The field is wide 
open for the sale of liability coverage. 


Sales are easier, though, if you tell a prospect the 
whole story about liability insurance—point out that 
it will protect him against fraudulent claims as well 


as legitimate ones. 


Even though a claim is groundless, a lawsuit will 
cost him time, trouble, worry, and expense—unless 
he has the competent investigation and legal defense 
provided so inexpensively in a liability policy. 


Stress this protection and service. Strengthen your 
sales story with news clippings about liability cases. 
A Zurich-American field man will be glad to help you 
plan an effective liability campaign. 


Px WU RICM-AMBRICAY Ce 


INSURANCE 


COMPANIES 


Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 
HEAD OFFICE 135 S. LA SALLE ST. CHICAGO 3, ILLINOIS 








JACK E. BALDWIN 





LINDBERG DIES IN NEBRASKA 


Claims Vice President of Woodmen Ac- 
cident Had Been Associated With 
Organization for 46 Years 

Claims Vice President M. E. Lindberg 
of Woodmen Accident Co. and its asso- 
ciated companies of Lincoln, Neb., died 
suddenly at home August 7. 

Mr. Lindberg had been associated 
with the companies for 46 years. His 
rise in the companies was rapid. He 
started as a claims department stenog- 
rapher, served as a traveling claims 
auditor and became superintendent of 
claims in 1912. 

He was named claims vice president 
in 1948. For years he was the com- 
panies’ representative to the Interna- 
tional Claims Association and had served 
on many of the association’s governing 
bodies. 








CO-OP INSURER ORGANIZED 


Only Members of Cooperatives and 
Credit Unions and Farmers Eligible 
Under New Outfit in Toronto 

Offering Ontario a “new deal” in auto- 
mobile insurance, the Cooperators’ Fi- 
delity & Guarantee Association—a re- 
cently incorporated company at Toronto 
—has begun a program aimed at taking 
away from regular insurance companies 
the automobile insurance now carried on 
farmers, credit union members and co- 
op members. The co-op is offering poli- 
cies on a six-month basis; and in its 
sales literature states that third party 
liability limits in other types of policies 
are too low and is offering to double 
them. 

Current expectations are that the Co- 
operators’ F. & G. will not only secure 
a large portion of their new business 
from the above group, but as a result of 
a tie-in with the Federation of Agricul- 
ture, the ultimate aim is to obtain a 
stranglehold on the insurance of farm 
automobiles and trucks through the me- 
dium of low-cost insurance. . 

The company’s underwriting policy, 
in brief, is as follows: (1) Only mem- 
bers of cooperatives, credit unions and 
all those making their living from the 
land are eligible; (2) Older cars will be 
taken without age limit so long as the 
agent can report that they are in good 
condition. No mechanic’s report needed. 

The company will accept drivers up 
to age 70. A surcharge will be re- 
quired for drivers under 21. 

The company says that if rates prove 
higher than necessary, the surplus wil 
be returned to the policyholder by 
means of rate reductions or patronage 
payments. = 

Behind Co-Op F. & G. policies are 
the resources of the third largest insut- 
ance organization in Great Britain, the 
Cooperative Insurance Society of Man- 
chester. 
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Luecke Presents Guide to Agents 


For Selling Casualty Insurance 


Speaking on the subject, “Insurance 
Salesmanship and You, the Salesman,” 
E. H. Luecke, superintendent, casualty 
production division, agency department, 
Fidelity & Casualty Co. of New York, 
addressed the annual’ meeting of the 
Minnesota Association of Insurance 
Agents at Minneapolis, August 24. 

After discussing the general principles 
of salesmanship, Mr. Luecke turned to 
casualty insurance salesmanship specifi- 
cally. Urging producers to talk in lan- 
guage their prospects understand and 
to use words that register, Mr. Luecke 
said: 

“For example, we strongly advocate 
that our people do not reter to liability 
coverage as ‘comprehensive liability.’ You 
will find the general public has come 
to associate many of our terms (and 
‘comprehensive’ may easily be one of 
those terms) with a vernacular of our 
own business which means nothing to 
them. Instead, let me urge that you use 
the term ‘broad form.’ This is an even 
more descriptive term and does a bet- 
ter job of describing the policy you are 
selling. 


Policy Is Not New 


“By all means, do not refer to this 

as the ‘new’ liability policy. It is -no 
longer a new policy. It came into rather 
general acceptance in 1941 so, if you tell 
your customer this is something new, 
you are voicing an untruth. Also, you 
will probably lose your sale because the 
great majority of people in this country 
will not buy things that are new, while 
they are new, just because they are new. 
Instead, if you convey the general im- 
pression that this is the widely accepted 
policy form of today, which almost 
everyone is buying, you are much farther 
along on the road to completing your 
sale. 
“While referring to broad form lia- 
bility coverage for businesses make sure 
your presentation also includes liabil- 
ity for damage to property of others, 
as well as for bodily injury liability. 
Without this, it is not a true liability 
policy and the need for property dam- 
age coverage in very high limits exists 
today to a scale which was hardly known 
a few short years ago. Urge your cus- 
tomer also to buy products liability and 
the contractual coverage which he may 
need. 
“While we are on the subject of 
liability insurance, let me point out too 
how foolish the term ‘comprehensive 
personal liability’ sounds when it is 
measured against the better, more un- 
derstandable and warmer term family 
liability insurance, which is the title you 
should use in selling the so-called ‘com- 
prehensive personal’ policy. It is another 
example of language your customer will 
understand !” 


Discusses Liability Limits 


Mr. Luecke spoke of the advisability 

ot using “agree” rather than the word 
“admit,” and the importance of using 
“you” and “your” instead of “me” and 
“mine,” in interviews, following which 
he took up the question of liability lim- 
Its, Saying: 

“In your soliciting activities let me 
urge that you always prescribe suffi- 
ciently high limits of insurance. Never 
Suggest the purchase of 5/10 limits and, 
worse yet, the manual still refers to 
such limits as, ‘basic’ limits or perhaps 
Standard’ limits. I despise these terms 
and suggest instead that you refer to 
5/10 limits as minimum limits, if you 
find it necessary to make any reference 
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Service 


at all to such small sums of insurance. 
The minute you describe something as 
‘basic’ or ‘standard’ you accord such 
limits a measure of approbation, but 
when you refer to them as ‘minimum 
limits’ you attach a degree of genteel 
scorn to such modest amounts of cov- 
erage. 

“One very timely policy for sale now- 
adays is what is referred to as the 3D 
contract. We urge that the 3D policy 
form be used if only one item is sold, 
because we know that if the balance 
of the policy is filled out ‘no coverage 
hereunder’ you will be creating your 
next year’s prospects for broader cov- 
erage. You should always make it a 
point to try to have information which 
enables you to quote on all six items 
of the 3D policy before you present 
the need for such a policy to your cus~ 
tomer. You will note I said six items be- 
cause we believe it is well to quote 
on open stock burglary insurance in 
order to make the 3D policy as broad 
as possible when you present it to your 
client. But, regardless of the items 
on which you may be quoting, never, 
never let it be necessary to fumble 
through a manual to tell your customer 
what the coverage you are prescribing 
will cost. 


Should Be Dramatic 


“As you solicit for 3D insurance, don’t 
be afraid to be just a little dramatic. 
Slap down the sports section of the 
most widely read newspaper in your 
community. Tell your customer you are 
in to talk to him about this, pointing to 
the horse racing section of the sports 
page. Let him wonder what you are 
driving at, then tell him that here is 
one of the largest single sources of dis- 
honesty losses you can think of. All 
of your companies provide sales mate- 
rial and I am sure it is effective. We 
have found a circular which has three 
little red’ gremlins, or devils, illustrating 
destruction, dishonesty and disappear- 
ance. 

“All too frequently agents are prone 
to forget about the destruction cover- 
age of the policy as well as its broad 
disappearance features. I like to sug- 
gest that you use a big circular. We 
have proposal forms, so do all of your 


companies. The quotation sheet I am 
holding in my hand, similar to that of 
every company in the business, tells all 
about the coverage available, has a sec- 
tion for inserting rates, and compares 
it with the limited forms of specific bur- 
glary and robbery insurance. On the 
reverse side is a comparison in greater 
detail. .Will I ever allow a customer 
to turn it over to study that compar- 
ison? I will not! I flip it over for him 
very fast, and then say ‘but here on this 
large sheet I have exactly the same 
information and in larger type so you 
can follow it without hurting your eyes.’ 

“I want to keep our quotation and 


presentation before him, and not turned 
upside down. It may even be a good 
idea to wave a copy of this large poster 
form in front of your prospect. It is 
designed for display in a window of 
agents’ offices, and really should make 
the average prospect give some very 
serious consideration to the three devils 
of disappearance, dishonesty and de- 
struction. I am confident that every 
company you could possibly represent 
has similar, good-sized advertisements 
for this policy. 

“And finally, don’t talk your prospect 
into semi-consciousness. It has been a 

(Continued on Page 41) 





Behind the Scenes With YOUR INSURANCE COMPANY 


In every insurance company there is a vital activity called 
Claim Service. When accidents happen, it is Claim Service that 
takes over for the insureds and protects their interests. 


Beyond 
the demand 


of service... 





It was five below . . 


trailer off the railroad tracks. 
Until the last second the driver 
fought desperately for traction 
under his spinning wheels as a 
heavy freight bore down! 


The crash demolished the trailer 
... derailed the Diesel locomotive 


and thirty freight cars... . 
Within an hour our claim 


representative with a photographer 


was at the scene. He spent the 
next five days interviewing 
witnesses, getting statements and 
checking details. All this was 
primarily in the interest of the 


trucker—the total damage he had 
caused far exceeded his insurance. 


This case is typical of our 
specialized services that go far 


beyond the usual conception of the 
activities of an insurance company 


—services that are offered you 
through our agents and 
insurance brokers. 


One of an educational series appearing in general and 





. the road was 
icy ... the truck couldn't pull the 
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AMERICAN SURETY GROUP 


AMERICAN SURETY COMPANY 
NEW YORK CASUALTY COMPANY 
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100 Broadway, New York 5, N. Y. 
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Bankers L.& C. Expands 
Headquarters Building 


GROUND BROKEN FOR PROJECT 





Addition to Chicago Building Will Cost 
$500,000; Will Be Finished Janu- 
ary 1; Four-story Brick Structure 





Chicago, August 20 — John D. Mac- 
Arthur, director and controlling stock- 
holder of the Bankers Life & Casualty 
Co., announces that a $500,000 addition 
is being made directly adjacent to the 
company’s present home office properties 


in Chicago. Arthur J. Sir is the archi- 
tect. 

Ground has been broken on the proj- 
ect, which is scheduled for completion 
January 1. The addition will be com- 
pletely air conditioned and a continuous 
conveyor system connecting all offices 
will be one of the unique labor-saving 


devices to be installed. 

‘he four-floor brick structure 
000 square feet is designed to 
present facilities. Two full-time 


of 50,- 
double 
clerical 


staffs, working in two shifts, occupy 
present offices. This working schedule 
will be maintained after completion of 
the new building. 
Moves Up in Rank 
In 1948 the Bankers Life & Casualty 
Co. moved from 69th place to 13th 


among all companies writing health and 
accident insurance. In 1949 it increased 
its gains by 57% with a premium in- 
come in excess of $20,000,000 which 
placed it among the 10 leading accident 
and health insurance companies. At the 
of the first six months of 1950 pre- 


end 
mium income amounted to $14,088,471, 
indicating that the total premium in- 
come for 1950 will show more than a 
50% increase over 1949. 


In addition to the 78 branch offices in 
26 states and the District of Columbia 
which were in operation last year, new 
branch offices have been opened recent- 
ly in Pennsylvania, Minnesota and 
Tennessee. 





DOWNEY CALLS TWO HEARINGS 


Will Consider Rules and Regulations to 
Be Promulgated Under California’s 
Minimum Benefits Law 

All admitted disability insurers in Cal- 


ifornia have been notified of public 
hearings called by Insurance Commis- 
sioner Wallace K. Downey in Los An- 
geles September 11 and in San Fran- 


cisco September 14, to consider the con- 
tents of rules and regulations to be 
promulgated under the state’s minimum 
benefits law, and other provisions of 
accident and health policies which have 
been under consideration of the Depart- 



















CHAIRMAN INTERPRETS DBL 





Workmen’s Compensation Board Issues 
Interpretive Bulletin on Disability 
in Other States 

Mary Donlon, Chairman of the Work- 
men’s Compensation Board of New York 
has the interpretive 
bulletin explaining Statement 
of Disability for of Other 
States or New York Residents Tempo- 
rarily in another State,” which fall under 
the New York Disability Benefits Law: 

“Questions have been asked with re- 
gard to physicians whose medical state- 
ment is required on Form DB-300 and 
DB-450, and these questions deal partic- 
ularly with persons entitled to Disabil- 
ity Benefits who are bona fide residents 
of other states or residents of New York 
State temporarily in another state when 
disability occurs. 

“The provision with regard to the 
medical statement on a Disability Bene- 
fits claim is, in general, the same as 
the requirement as to medical care and 
reporting in Workmen’s Compensation. 
It has long been accepted practice for 


following 
“Medical 


Residents 


issued 


such care to be rendered, in an emer- 
gency, by any _ licensed physician, 


whether or not authorized. In the case 
of claimants who are bona fide residents 


of other states, in order to extend to 
them the well established New York 
State privilege of free choice, treat- 


ment is recognized by their own doctor 
in their own community, provided he 
files the necessary reports. The prin- 
ciple of emergency treatment is ex- 
tended to residents of New York State 
who, at the time disability occurs, are 
outside the state. 

“These same provisions are applicable 
with regard to disability statements re- 





quired as a part of the c'aim fcr d.s- 
wbility benefits.” 
ment and insurers since the minimum 


benefits law was enacted. 

The letter accompanying the nocice 
and the Department’s proposals concern- 
ing the contents of the law, said: “These 
proposals were prepared by the Depart- 
ment staff following extensive discus- 
sions with various representatives of in- 
surers engaged in the disability insur- 
ance business. 

“It is the feeling of the Department 
that these proposals are generally con- 
curred in by the company representa- 
tives with whom discussions were had. 
Company representatives have expressed 
no approval of the amounts contained 
in these proposals. It is anticipated that 
industry representatives will urge adop- 


tion of a scale of lower amounts than 
the amounts contained in these pro- 
posals.” 
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HAROLD C. JENSEN, AUTO SALESMAN OF NA.- 
TIONAL CITY, CALIFORNIA, WAS INSURED ON 
FEB. 2, 1932 - BECAME DISABLED MAY 25, 1932 


THE WORLD’S LARGE 
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MUTUAL OF OMAHA BRINGS 
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345 MADISON AVENUE 


Over 150,000 families covered for accident and health protec- 


tion under plans designed and formulated by this company. 





NEW YORK 17, N. Y. 




















ISSUES REPORT ON MANUAL 


Bureau of Accident & Health Underwrit- 
ers Says 66 Companies Are Using Its 
Occupational Classifications Manual 


The Accident & Health Un- 
derwriters reports that as of July 1, 66 
companies in the accident 
insurance field were using the 1948 man- 


Bureau of 
commercial 
ual of occupational classifications pro- 


mulgated by the bureau. This informa- 
tion was based upon orders received by 


the bureau for supplies of the manual 
and companies printing their own sup- 
plies were not, in most instances, in- 


cluded since the bureau has no knowl- 
edge of their 

Of the 66 companies of record, 48 are 
member companies of the bureau and 18 


use. 


are non-members. Four member compa- 
nies are not presently in the 
cial accident field and hence the manual 
would have no applicability to those 
companies. Two member companies are 
planning to use the bureau manual in 
the near future and three others are 
presently giving consideration to its use 
at a later date. 

The manual of occupational classifica- 
tions has direct applicability to the com- 
mercial accident insurance business and 
is one of the basic factors underlying 
the underwriting of that branch of insur- 
ance. The original bureau manual of 
occupational classifications was formu- 
lated about 50 years ago, being the first 
comprehensive manual of its kind in the 
United States. The 1948 bureau manual 
was released in the spring of 1948. It was 
the result of two years study by the 
manual committee of the bureau and was 
a logical expansion of the various man- 
uals developed by the bureau since 1900. 
The 1948 revision was based upon the 
personal accident col'ection of loss expe- 
rience statistics maintained by the bu- 


commer- 


reau since 1931 and gencrally served as a 





More than $300,000,000.00 paid 
in benefits 


More than 2,200,000 Policyho‘ders 


DAVIS APPOINTED TO BOARD 

Emerson Davis, Dallas, Tex., state 
agent for Inter-Ocean Insurance Co., has 
been appointed to fill an unexpired term 
on the executive board of the Interna- 
tional Association of Accident & Health 
Underwriters. 





complete modernization of the 
bureau manual. 

Periodically the manual committee of 
the bureau, presently headed by John F. 
Lydon, Ocean Accident & Guarantee 
Corp., reviews the existing occupational 
classifications in the light of the bureau 
collection of accident experience statis- 
tics, considers changes and _ improve- 
ments suggested by practical use of the 
manual and the development of new oc- 
cupations, and recommends revisions in 
the manual. 

Since the new manual was released, 
the bureau has received many inquiries 
from companies not members of the bu- 
reau which indicate a false concept that 
a company must be a member of the 
bureau in order to use the bureau man- 
ual and which indicate, also, that non- 
member companies are not aware of the 
fact that supplies of this manual can be 
ordered at appreciable savings through 
the bureau as compared with printing of 
supplies of the manual by companies in- 
dividually. Any company, whether a 
member of the bureau or not, is free to 
use the bureau manual if it so desires. 
Such companies may also order supplies 
of the manual at the rate of $100 per 
thousand by addressing an order for 
such supplies to the bureau. 


previous 





RCSA 
ROY CLARK SERVICE AGENCY 


Personalized Credit Reports 
Long Island—Metropolitan N. Y. 


390 Hillside Ave., New Hyde Park, L. I. 
Fieldstone 7-0047 




























T EXCLUSIVE HEALTH AND ACCIDENT COMPANY 


August 25, 1959 
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Q’Connor Sees Taxation 
As Road to Socialism 


ADDRESSES GROUP AT DENVER 


Says That as Social Security System 
Develops It Will Involve Future In- 
creases in Payroll Taxation 
“Whether you realize it or not, we are 
fast approaching socialization by taxa- 
H. O’Connor, managing direc- 
tor, Insurance Economics Society of 
America, said in an address before a 
‘int meeting of business and profes- 
sional groups under sponsorship of the 
Denver Life Underwriters Association at 





tion,” E. 


Denver, August 22. His subject was 
“Time to Sober Up Santa Claus.” 
“After 15 years of propaganda,” Mr. 


0’Connor said, “the 8lst Congress 
adopted legislation expanding our Social 
Act, thereby covering some 45 


Security 
million persons, increasing the taxable 
wage base to $3,600 annually, and in- 


benefits by as much as 
old schedule. Granting 
there may be some justification for 
increased benefits by the increase in 
the cost of living since 1935, the in- 
creased ccsts will not be negligible, 
and as the system develops, it will in- 
volve future increases in the payroll tax 
—future cuts in the income of benefi- 
caries during their earning years and 
similar cuts in earnings of their em- 
lovers. Neither of these cuts contrib- 
ute to economic security; they may 
contribute to the general insecurity that 
s the outstanding characteristic of the 
nfationary spiral. 
ocial Security must be earned, and 
it must bear some sensible relationship 
what the country can afford.” 
Points to Life Insurance 

He pointed out that life insurance pro- 
tection in force in private companies 
now exceeds $220 billion, an impressive 
roof of the determination of more than 
a) million Americans to make provision 
in the American way for the future 
well being of themselves and their fam- 
ilies. 


creasing the 
714% over the 








“Under our free enterprise system,” 
he said, “the people create their own 
security through life and disability in- 


savings and investments, and at 
capital that 
and raises 


surance, 
the same time provide the 
nurtures private enterprise 

he standard of living.” 

“Mr. O’Connor denounced efforts to 
promote compulsory sickness insurance 
as a campaign to destroy the most suc- 
medical system the world has 
ever known and to substitute for it a 
system which has failed everywhere it 
has been tried. 

“Compulsory sickness insurance can 
lead to only one result—socialization of 
medicine and the eventual socialization 
f all fields of endeavor,” he declared. 

Opportunity Lies in Production 

He called on businessmen to assist in 
teaching young people in America that 
there is no such thing as “easy money,” 
and to make it clear that the opportu- 
nity to achieve success lie in more pro- 
ductive effort on the part of the indi- 
vidual. 

“It is evident,” he said, “that we 
must begin to retrace our steps and 
detour off the road to serfdom that can 
only lead to the loss of liberty and the 
surrender of our freedom. We know 
enough of history to recognize that 
Government security is exactly a prior 
claim by Government upon salaries and 
wages, and the forerunner of the state 
becoming our master. Let us rekindle 
again the spirit of the individualist 
Whose self-respecting satisfaction in ac- 
complishment and success is infinitely 
higher than the planner who at best 


essful 


regards people as material for social 
experiment. If the state will keep the 
avenues of freedom open, the people 


will rise to meet the problems of a free 
society in the true American spirit. 


HENRY SWANSON, IR. KILLED 
Henry Swanson, Jr. insurance agent 
of Warren, Pa., was killed in an auto- 
mobile accident August 10, 
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Siatiisti ie Ricans 


You’d welcome a guide 
in rhino country 


Anp expert help can be just as valuable when planning power-plant 
insurance. 

Boiler and machinery risks vary widely. Policies should be tailor- 
made to each plant’s needs. For this it is well to have the help of special- 
ized experience — such as a Hartford Steam Boiler representative can 
give you. 

By augmenting your own information with his specific knowledge of 
the line you can be sure of laying before your client the coverage that best 
fits the need. He brings you Hartford’s wide fund of experience — gained 
in 84 years of specialization in this one field. Also the 
well-known Hartford program of periodic inspections 
and reputation for unswerving dependability. 


Why not call on him? 





HARTFORD 2, CONN. 


The Hartford Steam Boiler Inspection and Insurance Company 




















Luecke on Selling 


(Continued from Page 39) 
practice of too many insurance men to 
feel they must talk and talk until 
their customer is about to expire and 
then when, figuratively speaking, he is 
in a horizontal position just about gasp- 
ing his last, to lean over his prostrate 
form and hope he can still whisper ‘I'll 
buy it.’ 

“Instead, let me give you another ex- 
ample by dealing with a method for 
the sale of our family liability policy. 
Here we have two circulars which are 
very similar in color and layout. They 
were purposely prepared in that fashion 
The one tells your customer just enough, 
in picture form, about the policy to 
create an interest. We think this should 
be mailed to prospects with a_nota- 
tion attached from you to the effect 
‘Dear Bill—something important, I want 
to speak to you about tomorrow.’ 
Signed with your name. 


Exhibit Copy of Circular 
“Then, when the tomorrow comes, 
walk in and see your prospect exhibit- 
ing a copy of the circular which you 
have mailed to him and saying, ‘I sent 
this to you, what did you think of it?’ 
Regardless of his answer (it will only 
be, ‘yes, I got this circular but haven't 
had a chance to read it yet,’ or perhaps, 
‘yes, that looks pretty good to me, what 
else is there I should know?’) Imme- 
diately say, ‘well, here is the same mate- 
rial in somewhat more detailed form.’ 
“Then we ask our agents to bring out 
the leaflet which discusses the policy on 
the first inside page, telling the amount 
of protection, what accidents may hap- 
pen, the cost, and on the next inside 
page chronicles who are insured, what 
premises are covered, and what hazards 
are covered. Here a teen-aged child 
could go down the line and point out 
items of coverage for hazards which you 
know, or ought to know, should be of 
concern to this particular client. If he 
is a hunter, talk to him about dogs and 
the possibility of blowing off the top 


' 





of his best friend’s head! Don’t just 
say, ‘you might shoot someone’; be 
more graphic because this is exactly 
what can happen! If he has children, 
talk about injury or demage the chil- 
dren may do for which he might be 
held responsible if he gave them the 


instrumentality of death or destruction 
to other people. If he is a fisherman, 
talk to him about protection in the 
event he should be unfortunate enough 
to put a fishhook through his fishing 
5 al eyebal'—something which, 
I understand,‘actually happened a short 
time ago to our Ambassador to Eng- 
land, if you will remember. Go right 
down the line of the many items of 
coverage, several of which undoubtedly 
will register with any given individual, 
and then turn the circular over to the 
hack page. 


Ready to Start Writing 


17 





ch 





“Here you will find an application 
which says, ‘please issue a policy to 
protect the familv of : _ Now we 
know you don’t need an cation to 
write this simple little p es but we 
do say that after you have gone over 
the circular, item by item with your 
prospect, you are ready to 


appli 


start writing 

his name and address on the back page 
and when he asks what you are doing 

frankly tell him you are convinced he 
wants a policy like this and ask him 
what amount of coverage he feels he 
should have. Tell him $10,000 can be 
had for only $10, but that, of course, 
you feel he wants more than these mini- 
mum limits. Give your prospect a choice 
by asking what limits he may want, by 
asking whether he desires the policy 
for three years or for one year because, 
regardless of what answer you get, you 
have made a sale if he says he thi 
one year will be long enough, or if he 
feels $20,000 will be adequate, and this 
is what I mean by telling you ‘let your 
customer choose.’ It is a successful sell 
ing method followed by almost every 
other business under the sun and we 
should make full use of it.” 
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Combat Organized Theft 
In Rural Illinois Area 


WIDE TERRITORY IS EFFECTED 





Poultry and Cattle Disappear; Little 
Burglary and Theft Insurance Sold to 
Farmers; Official Asks Stiffer Law 





Chicago — There has been so much 
emphasis on the mercantile burglary 
and holdup losses in this city, which 


have been quite bad enough, that until 
has been overlooked that 
operate 


now the fact 


the thieves and robbers also 
in a wide territory of Illinois. Perhaps 
they are a little better organized in the 
urban areas, but it there is 
less danger for them to work out 


two-way 


appears 
far 
in the rural districts, where 
radio rarely exists in police patrolling, 
outside of the state police. The insurers 
and the beginning to 


wake up to the fact that a lot of light- 


police are just 


fingered gentry are operating out in the 
small towns and environs, and now are 


getting organized to do something 
about it. 
Heretofore it has been considered 


necessary to cover by insurance against 
theft, burglary and holdup in the urban 
sections, but there has been far less 
demand for such insurance in the coun- 
try. This is because the farmers, while 


they have suffered losses, apparently 
have not been much sold on burglary 
and theft insurance by local agents. 
Now at least in Illinois it becomes evi- 
dent they need this protection urgently. 
More ‘Than 9,000 Birds Stolen 
Theft in the country is not just a 


matter of a few succu'ent pullets being 
snatched out of a hen-house by a hobo. 
Records of the Illinois Agricultural As- 
sociation in 1949 show that more than 
9,000 birds, mostly chickens, were stolen 
from Illinois farmers in the year. Of 


course this represents only reported 
losses. Rustling cattle is identified 
largely with the far western states, 


but a lot of cattle were stolen in Illinois 
last year, 

Captain Thomas J. O'Connell, acting 
state director of public safety, believes 
a lot of this organized thievery could 
be prevented in the state if wholesalers 
of live farm produce were required by 
state law to maintain records of trans- 
actions, open to police, showing what 
was bought and how much paid for it. 
The rule in contraband merchandise 
generally is that it is sold for 50 cents 
on the dollar of market price. 

The Illinois sheriffs have been taking 
steps to stop this traffic, and patrols 
along county roads in a few counties 
have been quite effective. The Illinois 
Detective Association, a private watch 
financed also has 


service by farmers, 
been doing a lot of good. However, 
many Illinois counties do not have 
sheriffs’ forces large cnough: nor suf- 
ficiently competent to cope with this 
problem. 
Substantial Price Advance 

There has been a substantial price 
advance on farm produce due to the 


Korean war which has put a premium 
on such thefts. Sheriff B. R. Scott of 
Kane County reported he had noted a 
definite uptrend in thefts of this type 
in the last six weeks, including even 
the raiding of deep freeze lockers in 
farm outbuildings. He _ reported last 
week the theft of a large stock of roasts, 
chickens, frozen fruits and vegetables 
from the deep freeze unit of Andrew 
Mair, Sugar Grove, Ill., farmer, and 
also theft of 60 chickens from Howard 
Hunt, farmer near Big Rock, Ill. Other 
thefts which he reported were from the 
Farmers Cooperative Store at Big Rock. 

Decentralization of meat-packing op- 
rations has made more difficult the trac- 
ing of stolen poultry and live stocks, 
he said. 

Captain O’Connell recommends adop- 


Consider Cal. Rate Program 

Insurance Commissioner Wallace K. 
Downey of California has called two 
hearings on the proposed retrospective 
rating program for workmen‘s compen- 
sation insurance in that state. Hearings 
will be held at San Francisco September 
19 and at Los Angeles September 21. 
The Commissioner states that he will 
act on the proposal before October 1, 
the proposed effective date of the 
changes. 





tion of a state law to permit closer 
supervision over poultry and live stock 
transactions of wholesalers, and Sheriff 
=. J. Hoffman of DuPage county 
agrees. Sheriff S. M. Christian of Lake 
county believes 24-hour patrolling of 
dirt and gravel roads as well as main 
highways would keep down the thefts 
to a minimum. The thieves take advan- 
tage of these secondary roads to op- 
erate unobserved. 

One of the problems that has to be 
met is leniency in courts for farm 
thieves. The popular attitude is that 
chicken-stealing is just a peccadillo, but 
actually the officers say it is highly 
organized in these times of high values. 
Agents of the Farmers Protective As- 
sociation in Will County designated as 
“F Men” have aided Sheriff Kirincich 
in protecting against farm thefts. 
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Some of our readers think it is easy to print a weekly newspaper, trade or other- 
wise, and to disillusion you we devote this issue to items gleaned from the local news- 
paper, exactly as these appeared. For obvious reasons, the only changes made have 
been in names of those mentioned and the towns involved. 


New Hamp-sheer Silliness 
Mr. and Mrs. Robert Smart of New- 
fields are enjoying a new Dodge station 
wagon, 
* * * 


Mr. Joseph Garland of Redwood 
picked peas in his garden on July 30th. 
x * x 


Miss Mable Katherine Jones and 
Frank Perry Able were married Mon- 
day at St. John’s Church. The Rev. 
Francis T. Colhorn performed the cere- 
mony. Mrs. Mable Kelly was the or- 
ganist. The bride was attired in a green 
taffeta over net and_ lace, 
length, designed with a scalloped neck- 
line, fitted bodice and bouffant skirt. 
Her lace mitts and helmet of net 
matched the gown. Miss Dolly Jones, 
sister of the bride, was maid of honor 
and was gowned in a rose lace over 


net, ballerina length, with rose colored 
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agents represent AMICO... 





SALES STABILITY 


AmIco’s sound insurance protection and dividend- 


help Amico representatives 


hold business, maintain renewals and cut credit losses. 


Amico agents keep their clients on the books year 


after year because their clients are satisfied 


staying with the agent, placing additional 


lines with him and referring their friends to him. 


6. Kempe, president « Shorden Road st Lanrnce Arewae + Chleage 40” 


ballerina 


—MERVIN L. LANE. 


picture hat and mitts. When Mr. and 
Mrs. Able left for their wedding trip 
Mrs. Able was wearing a frosted mate. 
laase organdy dress of rose and white 
with white accessories. They will be at 
home in town after August Ist. Miss 
Jones was a member of the faculty of 
the North Side School. She , 
the local schools and Teachers College 
in Boston. Mr. Able is employed as a 
barber at Spear’s Barber Shop. 
x ok O* 


Mr. and Mrs. Harry Bickford visited 


Mr. and Mrs. Robert Clemmins on 
Saturday evening. 
* 

Miss Eva Page is working at the | 
local diner. 

x  * 

Florence Howard and Harold Flint 
were Jackson shoppers on Saturday | 
last. 

* * * 


Advt—DO YOU LIKE Schick’s new 
electric razor? I can’t shave with it 


and feel it needs a new home. Brand © 


new and shiny. Will sacrifice for just 
$18. Call or write. —tf. 
x ok Ok 

(End of movie criticism): The doc- 

tor’s wife knew it well, as Tommy 

O’Brien was her father. So there you 





a 


attended | 





are, it’s a small world, and who can | 


put his finger on this or that and say | 


no, it can’t be so? 
eo ged SH 
Miss Sarah Rammey of Artist Falls 
was in Rhode Island to attend a wed- 
ding two weeks ago. 
x oe Ok 
We omitted to state last month that 
on June 10, 1950, Miss Anna Knight 
and Mr. David Dowe were married at 
3 o’clock in the afternoon. Don’t forget 
to come to the fair on the grounds of 
the Episcopal Church on Monday, July 
31, 1950. 
x * Ok 
For sale: Old Stereospic Sets and 
Views, Old Postal Card Albums, Rolls 
or Samples of Old-Fashioned Wall 
Papers. Box 4. tf. 
* * * 
Denis A. Furth, new music teacher 
in the district school, was in town for 


a short stay part of Saturday after- | 


noon calling on friends. 
i aa 


Peter Peterson was in town one day 


last week on business. 
* 


A large number of classmates gath- 


ered at the clubhouse last Monday to | 
shower Mr. and Mrs. Joseph Lake with | 


many wedding gifts. Refreshments high- | 


lighted the evening’s entertainment. 
Mr. and Mrs. Lake left for Sommer- 
field where Mr. Lake will be employed 
by the diner. 





HOW TO INVEST WIDOW’S FUND 


Marsh & McLennan Picked to Judge 
How to Invest Widow’s $30,000 
by Chicago Paper 





Marsh & McLennan of Chicago have | 
been picked as one of three judges by | 


the Chicago Journal 


decide how to invest a widow’s $30,000. | 


The other judges are an 
banking firm and the trust department 
of a bank, 

The employer of the widow’s 
husband asked the Chicago paper 10 
make definite recommendations for 1f- 
vestment of the sum which came to the 
widow following the death of the hus- 
band in an automobile accident. The 
paper has asked its readers to make 
suggestions for the best combination 0! 
security and yield. The judges will select 
the letters for publication. 


investment | 


late | 


of Commerce to | 
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